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NOW YOU CAN SELL 


pit 


CABINETS FOR 
NEARLY ANY ROOM 
IN THE HOUSE! 


arcs a 
I-XL’s new Sculptured Spicewood line is 
chock full of intriguing opportunities for 
more sales. In addition to complete kitchens, 
you can offer: credenzas for family and 
dining rooms, spacious Lavanities for bath 
or dressing rooms (in Spicewood or white 
enamel finished), dressers for bedrooms and 
dozens of special-use combinations—all as- 
sembled from standard cabinets, with no 
special construction problems. All Sculp- 
tured Spicewood units have: fully-paneled 
doors and drawer fronts, self-closing drawers 
and adjustable shelves. For full information, 


please fill in and mail the coupon below. 


‘Tr 


THE 1I-XL FURNITURE CO., INC. 
Dept. 11, Goshen, Indiana 


Gentlemen: 

I'm interested in Sculptured Spicewood cabinets. 
| Please have salesman call. 

CL) Please send complete information. 





Name 
ene 
See ae 


!amaC) Dealer C) Builder (1) Remodeler 


— “ ° THE I-XL FURNITURE COMPANY, INC. 
‘ear esses Goshen, Indiana 
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EMPTIED... more than 3 times a year! 


Thanks to ACME’S new stock control system 


That’s right. Aceme—and only Acme—gives you a new 
basic stock line with a plan. The plan reduces inven- 
tory, keeps stock turning over . . . all with minimum 
obsolescence, limited tinting, and minimum stock 
space. Write us for full details today! 
See us at the R.P.W.D.A. Show in Detroit 
November 18, 19, 20—Booth 151 


ACME auatity paints, ine. 


Detroit, Mich. » Burbank, Calif. « Garland, Texas *» Newark, N.J. 
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for faster turnover, higher profits! 


Acme Quality Paints, Inc. 
Dept. 1-91, Detroit 11, Mich. 


Please rush me full information on the new Acme 
paint inventory profit plan. 


NAME 





COMPANY. 





ADDRESS 





CITY 
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RUBEROID... 
SET UP 
FOR SUPERIOR 
SERVICE 


4 
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plants warehouses salesmen 
geared for set up for dedicated to 
service service service 


PLANTS WAREHOUSES 


Baltimore, Md Erie, Pa Long Beach, Calif Newburgh, N.Y. Atlanta, Ga. Houston, Texas 
Bound Brook, N.J Houston, Texas Millis, Mass. Rochester, N. Y. Cleveland, Ohio Joplin, Mo. 
Dallas, Texas Joliet, Ill Minneapolis, Minn. St. Louis, Mo. Detroit, Mich. Lubbock, Texas 
Denver, Colo Kansas City, Mo. Mobile, Ala. Savannah, Ga. 


RUBEROID believes in service—unexcelled service. And more than ever RUBEROID is 
set up to give you the service you need in today’s fast moving market. MH} RUBEROID 
now has six new warehouses...distribution centers stocked with the full line of 
RUBEROID top quality building materials. These facilities are in addition to the 16 
RUBEROID plants located throughout the nation. Add the 
attention you get from your RUBEROID representative... and (R UBEROI!I D) 


it makes better business sense than ever to buy RUBEROID. 733 Third Avenue, New York 17, N.Y. 
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Controlling the sale at dealer level can stem from land con 
‘ trol, prefabing, financing, Home Center stores, strong retail 
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WHEN IT COMES TO DEMONSTRATING ROOFING QUALITY... 


WHY DO This... 


The Fry Bond sells 


(and brings higher profits, too!) 


because it’s proof of quality! 








Fry offers long-term bonds (a full 20 years on 
the 290 lb. 3-tab strip shingle) guaranteeing per- 
formance on every weight and type of asphalt 
shingle in its line! 

To your customers, the Fry Bond is demon- 
strable proof of Fry quality. They’re impressed, 


For Bigger Profits and 

greater customer satisfaction 
SEE YOUR NEARBY 

FRY DISTRIBUTOR FOR ALL 
YOUR ROOFING NEEDS. 
Lioyd A. Fry Roofing Company, 
5818 Archer Road 

Summit (Argo P.O.), Illinois. 
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‘ROOFING ‘PRODUCTS: ©. 


too, when they learn how Fry bonded quality 
actually ends up costing them less per year! 

To you, the Fry Bond means easier sales; 
greater customer satisfaction. Greater profits, 
too. All good reasons why you find more and 
more roofers buying Fry. 
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THE EDITORS’ VIEWPOINT 





PROFIT TO NET SALES 


nll 


RETAIL CONTRACTOR CONTRACTOR INDUSTRIAL 
CONSUMER BUILDER 
UNDER 
$1 000 000 














Profits by Type of Customer 


OU SEE ABOVE the median profit to net sales (after taxes) in 1960 
for members of the Lumber Trade Assn. of Greater Chicago, as 
divided into categories based on types of customers. 


Developed by Ira Fields of Fields & Fields, certified public account- 
ants, Chicago, the 1960 LTA profit management survey gives dealers a 
logical method of comparison with other yards of similar marketing 
characteristics. Usually, profit surveys in this industry are classified only 
by sales volume; because of the variety in types of customers there are 
dangers in comparing an individual yard’s performance with the survey 
results. The LTA approach is a step in the right direction and should be 
considered by all groups who make cost-of-doing business studies 
among lumber and building materials dealers. 


The survey also suggests that every dealer should prepare his own re- 
ports by customer category. 


The LTA results indicate that the retail-consumer type of dealer had 
the lowest rate of net earnings, compared to the other categories. Though 
these dealers sold their merchandise at higher prices than dealers who 
primarily serve contractor or industrial trade, their operating expenses 
pared down their net profits. 


Ira Fields concluded that dealers who sell mainly to the ultimate 
consumer do not get a high enough price for their merchandise, in view 
of the higher cost of rendering a consumer service. Higher sales sala- 
ries, as well as advertising expenses, are among the expense items to be 
taken into consideration when formulating a sales price formula. 


Before you jump to too many conclusions from the LTA profit re- 
turns, it must be remembered that this survey was conducted among a 
relatively small number of dealers in a metropolitan area. What is needed 
is a broader survey conducted along the lines of the LTA breakdown, 
which would include dealers in smaller cities where consumer selling 
costs are usually below those in big cities, and where consumer-type 
dealers, as a class, are in closer control of big-ticket consumer package 
sales, including labor. 


Also, as with almost all of the dealer profit reports from 1960, the 
LTA earnings reported in each of the categories are far below what 
they should be. It is another indication that better merchandising, cou- 
pled with more effective management cost controls, is essential in the 
distribution of building materials. 


THE EDITORS 





JUST AROUND 
THE CORNER... i 


(Source: U.S. Weather Bureau Climatological Data)’ 


Order Sterling Halite now, before winter storms 
strike—and order enough—don’t get caught short! 





The season’s first winter storms will start a rush on Sterling 
Halite—to clear sidewalks, steps, driveways and parking 
areas of dangerous slippery ice and snow. 

Be sure to have plenty of Sterling Halite on hand. It’s 
the recognized No. 1 product for melting ice and snow. 

To help you sell more Halite, colorful outdoor posters 
tell your customers that Sterling Halite melts more snow 
and ice faster! Melts danger away! 

Sterling Halite comes in 10-lb. bags (6 to a bale); in 
25-lb. bags with carrying handle; in 50-Ib. and 100-Ib. bags. 
Order Sterling Halite now from nearest district office. 
Don’t delay. 





STERLING HALITE SALES SLANTS 
© 48.9% greater melting power at 30°F. than other snow and ice 
treatments. 
® Dissolves 46 times its own weight of snow and ice. 
a Rhee wat ' © Most effective if spread while snow is falling or before freeze. 
‘-_ _— a. Tone © Breaks up ice and hard-packed snow. 
: < © Use under wheels of car . . . Gives instant traction. 


DONT GET STUC* 
IN SNOW OR ICE 











FOR TONS OF PROFITS maintain a permanent one-ton display 
all winter long (in place of charcoal, fertilizer, grass seed, etc.). 
Takes only 24” x 54”. 


INTERNATIONAL SALT COMPANY 


CLARKS SUMMIT, PENNSYLVANIA 
DISTRICT OFFICES: BOSTON + BUFFALO - CHARLOTTE - CHICAGO + CINCINNATI - DETROIT - NEWARK « NEW ORLEANS + NEW YORK - PHILADELPHIA - PITTSBURGH - ST. LOUIS 
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New Developments 


HYOOENONNNTNUMTNUANHETY " 


DEALER SALES ARE IMPROVING compared to the same period last year, according 
to BMM nationwide survey. The general decline in sales has 
apparently been halted by a substantial portion of retailers 
in most areas. 


EVERYBODY IS WAITING FOR SOMEBODY ELSE TO DO SOMETHING about using the new 
FHA insured loan provisions formajor home remodeling. That's 
a quote from Walter Hoadley, vice president and treasurer of 
Armstrong Cork. It's an observation shared by most people in 
building materials merchandising. 








Many lenders are reluctant to participate in the FHA program. 
To spur sales of materials, retailers should talk over the new 
FHA insurance programs with local bankers. 


There are two FHA programs involving $10,000, 20-year loans: 
one, under Section 203(k) of Title II of the act, is intended to 
permit major modernization "in post-war growth areas where 
changing housing demands require additional rooms, baths, 
garages, air-conditioning, conversion of heating systems." 








The other, under section 220(h) has the objective of conserving 
older but still sound housing in Urban Renewal areas. 





Both loans call for security in the form of a secondary lien or 
second mortgage. Processing of applications for the 203(k) and 
220(h) loans follows closely the steps used in a new home mort- 
gage transaction, rather than acquiring a Title I home improve- 


ment loan, according to FHA Commissioner Neal J. Hardy. 





Bankers say that the $10,000 remodeling loans will be handled by 
the lenders’ mortgage department rather than the installment 
financing officers. 


The National Home Improvement Council, concerned about _ delays 
in getting the new FHA provisions into action, has made these 
recommendations to Commissioner Hardy: 











That FHA be permitted to hire additional trained personnel to 
handle the new procedures. (FHA officials said they want to 
hire an additional 900 men as Soon aS Congress approves a 
requested Supplementary money appropriation. ) 


That the FHA consider placing responsibility for credit 
approval and construction performance with the lender—partic- 
ularly with respect to small loans—thereby eliminating some of 
the necessary inspections and other procedural steps. 


* That the clause requiring "prevailing wages" for the labor 
employed in rehabilitation projects be waived in smaller jobs, 
where that requirement would make costs prohibitive. 

That lenders be permitted higher service charges to offset 


fact that processing and bookkeeping costs are just as high as 
with bigger mortgage loans. 


Turn page for continuation 
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NEW DEVELOPMENTS (esins on pase 9) 


LLL HUET 


WOOD TREATING (PRESERVATIVES OR FIRE RETARDANTS) ON INCREASE. Statistics 
compiled by U. S. Forest Service show that 1.5 million cubic 
feet of material were treated in 1960 over the 1959 totals. 
During 1960, 93% of total volume of 216.1 million cubic feet 
of material were treated by the pressure process. While use 
of straight creosote decreased, use of creosote-coal tar solu- 
tions increased nearly 8 million gallons, or 26%. 


LUMBER & BUILDING MATERIALS MERCHANTS ARE KEY PLASTIC LAMINATE OUTLETS, 
according to a survey conducted by Formica Corp. 


The manufacturer found that 27% of all Formica laminate 
retailers are lumber dealers. This does not include 


dealer-owned kitchen specialty firms or dealer-fabricators. 





Formica is rapidly broadening its product field for light 
construction dealers, including particle board and a 

new kitchen cabinet finish board that will be of keen 
interest to all dealers. 








TWO PROGRAMS AUTHORIZED BY 1961 HOUSING ACT MAY NOT BE USED for at least 
another year because Congress is balking at appropriating the 
money to put them into action. At stake are the programs to 
help communities in solving their mass transportation problems 
and in buying up open land. 





EXECUTIVE ORDER BANNING RACIAL DISCRIMINATION IN FEDERALLY-AIDED HOUSING 
will come soon. Perhaps within the next few months. 


The National Committee Against Discrimination in Housing sent 
President Kennedy its version of an executive order--barring 
discrimination by individual corporations and other agencies in 
the housing industry that receive assistance from the Gov- 
ernment "whether in the form of subSidy, loan, mortgage in- 
surance, commitment for mortgage insurance, advice and approval 
on the selection of sites and methods of construction, or other- 
wise." 











President Kennedy is expected to issue an order of this type. 


Result would be a reduction in number of homes built with 
Government-insured loans by private enterprise; a greater de- 
pendence on conventional mortgages. This would obviously 
happen in the south, but also in the north; one aim of the 
pressure groups pushing for the order is to force integrated 
housing in northern white-collar and white-color suburbs. 














NEW HOME STARTS TOOK ANOTHER DROP IN AUGUST. Decline confirms prediction 
on these pages in the July 3lst issue: "Light construction will 
do well to hold its own this year compared to 1960 performance." 
As of early October, there are no facts to change the above 
outlook for new residential construction. Home improvement, 
shell and cabin homes continue to be the growth markets for 
building materials. 
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an important 
announcement 
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Weyerhaeuser 





A 
co 


oe 


ve dealers 


o 


to gi 


4 


st 





.... EDGE-MARKED 
2” KILN-DRIED 
common dimension 


Continuous marking on one edge of every foot of 


every piece assures permanent Weyerhaeuser brand 
identification and proof of Kiln- Dried quality. 


and 
LAP-MARKED 


bevel siding 





MARKE] 


——. Ba 





. . a marked competitive edge 


BRAND-MARKED 

Kiln-Dried Dimension Lumber 
assures positive visual 

PROOF OF QUALITY 

in your yard and on the job 








BEVEL SIDING LAP-MARKED 

for fast, precision application and positive 
visual PROOF OF QUALITY 

The bottom edge of the Weyerhaeuser trade-mark 

is positioned 1” below lap edge of the siding— 


thus providing a perfect guide for fast, cost-saving MARKED 


application and conformity to FHA lapping standards. 








A Weyerhaeuser @ sQquaReE ————— 
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tKED for quick, positive 
stack identification in 
your yard... here’sa 
mark of quality your 
customers can readily 
see and recognize. Your 
inventory of K-D 
dimension changes 
from “just plain 
lumber” to promotable 
merchandise . . . each 
piece with its own 

sales message. 








Weyerhaeuser 


narks your sales 
vith quality 


KED to give builders proof 
of K-D quality and 
dependability they can 
show home buyers, in- 
spectors and appraisers. 
Here’s added value that 
can be seen and 
understood without 
explanation. Weyer- 
haeuser marked K-D 
lumber and bevel siding 
are built-in testimoni- 
als of quality 
construction. 











MARKED 






























= 
= / 
= rll \ ae | 
= a7 + —_: 
+ 
‘ 


MARKED 































































to help you upgrade 
your sales of common 
dimension lumber and 
bevel siding and to 
stimulate repeat sales 
through satisfied users 
of Weyerhaeuser Kiln- 
Dried products. Your 
customers can count on 
you to provide 
consistant quality— 
without question, 
because each piece of 
Weyerhaeuser K-D 
speaks for itself. 


to help you establish a 
“quality franchise” in 
your market. Now, you 
can sell Weyerhaeuser 
K-D branded lumber 
and bevel siding just 
like any other nation- 
ally branded product. 
Customers quickly 
accept trusted trade- 
marked products and 
develop confidence in 
the merchant who 
handles them. 


for follow-up or local 
promotion and 
merchandising. Tie-in 
with Weyerhaeuser 
national advertising 
and publicity and 
utilize the complete 
package of promotional 
tools specially devel- 
oped for your program. 
(See back page). 



















WEYERHAEUSER K-D COMMON DIMENSION AND BEVEL 


SIDING 


NOW MARKED FOR 


MERCHANDISING ... 


use these 


action aids to promote the NEW Competitive Edge and build NEW sales 


brings yo" 


MARKED ADVANTAGES 


Here is —— 


it starts 


DEALER NAME 


STEREO 
VIEWER 


A powerful full color slide 
demonstration in 3 
dimensions gives your 
builder customers a fast, 
convincing story on the 
benefits of Weyerhaeuser 
brand marking. 


BUILDER 
JOB SIGN 


Includes both dealer and 
builder names . . . features 
you as the supplier of 
dependable brand-name 
building products and 
your builder as a user 

of quality K-D lumber. 


CONSUMER 
LITERATURE 


Handy pocket size K-D 
story for use in your yard 
or model home. Gives 
easy to understand rea- 
sons why Weyerhaeuser 
Kiln-Dried products are 
best for building or 
remodeling. 


OUTDOOR 
POSTERS 


Giant 24 sheet outdoor 
posters mark your yard as 


headquarters for quality materials, ideas and 
plans. There’s ample space on each poster for 
your name, address and telephone number. 


POINT-OF-SALE 
DISPLAY 


A versatile unit that can 
be used as a standing or 
hanging display... 
quickly identifies you as 
a dealer offering the 
advantages of Weyer- 
haeuser brand-marked, 
K-D products. 


NEWSPAPER 
AD MATS 


Complete multi-sized ads, 
plus drop-ins to use in 
your advertising layouts 
... features your yard as 
the source of quality, 
brand-name building 
materials. 


RADIO SPOTS 


Scripts developed to sell 
listeners in your area on 
the benefits of Kiln-Dried 
quality—and to direct 
buyers to you for depend- 
able brand-name 
products. 


BUILDER ADVERTISING 


National builder magazines will 
dramatically announce the 
advantages of Weyerhaeuser 
brand-marking to your trade 
customers in colorful 6-page 
insert advertisements. 


Capitalize on the new Weyerhaeuser Competitive 
Edge . .. plan your local tie-in campaign now... 
your Weyerhaeuser representative has 
complete details and order forms. 


Weyerhaeuser... works wonders with wood 





STORAGE OF 
PORTLAND CEMENT 


Portland cement is quite hygroscopic 
by nature (tendency to absorb mois- 
ture from the air). Although moisture 
is necessary for the chemical reaction 
which makes cement powder harden, 
it is very undesirable in the cement 
powder while it is in storage. 


AT TIMEs it is necessary for the dealer 
or user to store portland cement for 
considerable periods. When kept dry, 
the cement will retain its high quality 
almost indefinitely, but the absorption 
of moisture will cause it to deteriorate. 
Special precautions were taken in the 
design of the TRINITY WHITE bag. 
It is a 5 ply bag of heavy Kraft paper 
with an all-important vapor barrier 
ply to insure excellent protection for 
extended periods under reasonable 
warehousing conditions. 


OCCASIONALLY, the lower sacks of high 
stacks of cement stored for long periods 
of time appear to harden. This is re- 
ferred to as warehouse set. It usually 
can be broken by rolling the sacks on 
the warehouse floor. So long as the 
lumps of powdered cement in a bag 
which has taken warehouse set can be 
easily broken between one’s fingers, 
the strength of the cement will not be 
seriously impaired. However, if the 
lumps have actually hydrated some- 
what and are difficult to break, it is 
evident that moisture has been ab- 
sorbed and the cement has deteriorated. 


PROPER STORAGE facilities for port- 
land cement then, require the exclu- 
sion of moisture as far as is practical. 
The stored cement should be protected 
from direct contact with the floor and 
walls of the warehouse. This may be 
accomplished by the use of a water- 
proof membrane between the bottom 
sacks and the floor. There is a possi- 
bility of moisture condensing on the 
inside walls of the warehouse; there- 
fore, it is advisable to pile the sacks a 
short distance from the walls. Of 
course, the structure itself should be 
as watertight as possible, and if there 
are large areas open to the outside, it 
may be advisable to cover the stored 
cement with a vapor barrier, such as 
a polyethylene sheet. 


THE ROTATION of cement stock is im- 
portant, that is, always remove the 
oldest cement first—never stack a new 
shipment of cement in front of older 
cement. Always arrange your ware- 
house so that you can apply the “‘first 
in, first out’’ rule. The cement should 
be moved out from two or three tiers 
rather than all from one tier, to avoid 
exposing any more cement to the at- 
mosphere than is absolutely necessary. 
This procedure also lessens the chance 
of high stacks overturning. 


By using good common sense in han- 
dling cement, you will find that it can 
be kept safe for many months under 
proper storage conditions. 
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It’s a BIG 





and GROWING 





MARKET! 





Building booms and population 
explosions aside, there would 
have been a strong and growing 
market for Trinity White in any 
event. 

The buying public has recog- 
nized its outstanding value. 

Here is value for the buyer, 
whether he be an architect, con- 
crete products plant, contractor, 
or homeowner. 


For a very little extra cost, 
the buyer with Trinity White 
can get sparkling beauty where 
it is appropriate in his concrete 
or mortar work. The labor cost 
is the same whether white or 
standard grey cement is used. 
Figured on the life of the im- 
provement, the yearly cost of 
improved appearance gained is 
negligible. 


Write today for details on the resale of this profitable item. 
Address—Trinity White, 111 West Monroe Street, Chicago 3. 


nois * 
® > Tennessee + Dallas, 
* e Texas + Fort Worth, 
Texas * Houston, Texas 
* Fredonia, Kansas + 
Jackson, Michigan + 
Tampa, Florida + Miami, 
Florida + Los Angeles, 


TRINITY WHITE IS A PRODUCT OF 


Offices: Chicago, Illi 
Chattanooga, 


California 
General Portiand Cement Company 


THE WHITEST WHITE CEMENT 
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EXCLUSIVE ONE-PIECE CAB- BODY DESIGN 
gives Ford Styleside Pickups extra capacity and extra 
strength. Heavy duty in every way for heavy going all 
day! And there’s carlike riding comfort thanks to Ford’s 
long wheelbase and exclusive Driverized Cab! 


THEY'RE | 
HERE! 


NEN 


Get full-time economy that only 
starts with Ford’s low price! 


Meet the trucks that make saving money a full-time 
business—new Ford Trucks for '62! 


In a selection of over 600 models there’s a truck 
that’s right for your job, whatever your job... 
trucks that you can buy and operate at lower cost 
... trucks that can save you money mile after mile, 
load after load, year after year! 


ayy irs ee 
& | W 


ECONOMICAL HEAVY DUTY V-8’s 
with 292-, 302- and 332-cu. in. displace- 
ment give you tailored-to-the-job economy 
at much lower prices than you would expect 
in trucks with engines of this size. Stress- 
relieved cylinder heads, aluminum alloy 
pistons and sodium-cooled exhaust valves 
are but a few of the heavy-duty features you 
get with these engines. 


October 9 
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‘62 FORD 


They save on price. They save on gas and oil. 
They save on tires and on maintenance—wherever 
there’s a way to save! The full record of Ford econ- 
omy, covering three years of independent tests, 
is detailed in Ford’s Certified Economy Reports. 
See your Ford Dealer now. Check out the facts, 
work out a deal, and drive out a truck that saves 
money... full time! 


FORD TRUCKS COST LESS 


SAVE NOW...SAVE FROM NOW ON! 


7 ° ree 
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ECONOLINE — ALL-ROUND ECONOMY LEADER — 
and low price is only the start! Certified tests show this pickup 
may save $100 on gas, oil, tires and license over your present 
conventional pickup every 16,000 miles you drive. 


AMERICA’S MOST POPULAR VAN — and PROVEN 262-CU. IN. BIG SIX FOR FORD MEDIUMS 
small wonder! Econoline savings start with a includes more heavy-duty engine features than any 
price far under any popular ¥-ton conventional other Six of its size. Never before such long-term dura- 
panel on the market! And they continue saving bility, reliability, and economy at so low a price. 

every day—certified tests have shown that in 

16,000 miles, savings in operating costs com- 

pared to the conventional panel you may now own 

could top $100! Big 4-ft. doors rear and curbside 

plus 204 cu. ft. of loadspace, and a floor that’s 

flat the full length, mean easy cargo handling. 


PRODUCTS OF MOTOR COMPANY 
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Hurricane Carla Leaves Big Repair 


Business for Scores of Lumber Dealers 


Homeowners swamp dealers with calls for estimates and 
repairs; dealers take co-op ads to warn property owners 
against suede-show operators. Damage to dealers’ own 
property surprisingly light. Wood construction was strong 


defense against hurricane blast. 


GALVESTON, TEX. 
UMBERYARDS in the Gulf area 
stricken by Hurricane Carla are 
gearing for a boom in repair business 
that will run into the millions. A spot 
check in most of the hard-hit sections 
indicated that the yards themselves 
suffered relatively small damage. 
Suppliers rushed materials to replace 
damaged inventory. 

One indication of the tremendous 
repair potential ahead comes from a 
Louisiana firm, Jonesboro (La.) Build- 
ing Supply, which expects to sell about 
a quarter of a million dollars in ma- 
terials as the result of a tornado, an 
aftermath of the hurricane, which 
leveled Hodge a mile away. 

Thirty homes were demolished in 
the small town of Hodge and 150 
heavily damaged. Dealers throughout 
the hurricane area were immediately 
swamped with telephone calls from 
homeowners who wanted estimates or 
repair work at once. 

Wood stands up. Observors were 
pleasantly surprised at the way lum- 
ber construction withstood the tremen- 
dous blast of wind and rain, although 
many homeowners were disappointed 
to learn that their insurance doesn’t 
cover a lot of storm damage, especially 
wind-blown water leakage. 

Harry Swift, head of the West End 
Lumber Co., Galveston, said that, in 
general, wood frame _ construction 
withstood the storm well. In one cot- 
tage area, Swift said he counted 95 
frame vacation homes that appeared 
in pretty good condition after the 
water receded. 

“I was afraid the structures would 
be destroyed and the people would be 
afraid to rebuild them,” he said. 

Joe Butler, secretary-manager, Re- 
tail Lumber Dealers Assn., Houston, 
also noted that wood construction held 
up very well in the storm and that 
wood shingles resisted the high-veloc- 
ity winds. 

Roof damage was tremendous in 
most areas and in League City and 
Victoria, Tex., for example, nearly 
every house will require two or three 


20 


DAMAGED LEDGER shown here by Roy 
Hoffman is only record saved by Texas 
City firm. Even the ledger was water- 
damaged and Hoffman hired an extra 
clerk to recopy every entry. 


bundles of shingles for repairs, it was 
estimated. In some areas, such as 
Corpus Christi, dealers took co-op ads 
to warn homeowners against having 
repair jobs done by suede-shoe oper- 
ators. Insurance adjustors advised 
homeowners to call established busi- 
nesses for repair or rebuilding. 

Texas insurance authorities esti- 
mated that less than one-third of the 
storm damage was covered. They 
estimate that property owners will get 
back $70 to $100 million against the 
estimated $300 million damage. 

“So far, we’ve had no trouble with 
the fly-by-night repair boys,” said John 
Simmons of Simmons Lumber Co., 
Galveston. “It’s too early yet for much 
rebuilding.” 

In Galveston, Burton Lumber Co. 
and Gulf Lumber Co., situated near 
the water, were about the hardest hit. 
Tornadic winds blew the shed roofs 
off and Gulf Lumber was swamped 
by 3’ of water. A spokesman for Gulf 
Lumber said it would take at least two 
months to rehabilitate the yard. 

“We had banded large bundles of 
lumber together, thinking that would 
anchor them,” he said, “but tidal 
waves tossed them about anyway. We 
recovered one bundle of 3,000 bd ft., 
about 10 blocks away.” 

Dealers suffer. Although a tornado 


sstim 
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leveled a two-block wide residential 
area in Galveston, most of the damage 
was done by water when low-lying 
areas were inundated after the con- 
crete seawall went. The repair and 
rebuilding cost in Galveston alone is 
estimated at $33 million. 

In neighboring Texas City, where 
the loss will also run into millions, 
Hoffman Lumber Co. suffered severe 
damage. Lumber soaked under 3’ of 
water was a total loss and all of Hoff- 
man’s records and displays were 
ruined by 2’ of water on the show- 
room floor. Roy Hoffman said dam- 
age to the company property will run 
into thousands of dollars. 

“Many people,” he added, “lost 
everything. They're just pulling out, 
leaving the headaches to the lending 
agencies.” 

In the Corpus Christi area, a survey 
of seven yards by Ed Roasch, head of 
the Coastal Bend Retail Lumber Deal- 
ers Assn., indicated damage at about 
$25,000. The Leopard Street Brick 
& Lumber Co. lost the front part of 
its store, an estimated $5,000 damage. 
Total loss in the Corpus Christi area 
was estimated at $8 million. 


Channel Lumber Announces 
Home Improvement Division 


NEWARK, N. J.—Channel Lum- 
ber Co., will open home improvement 
branches in each of their stores in 
Newark, Springfield, Sayre Woods 
Shopping Center and Neptune. 

Ben R. Charin, vice president of 
Channel, announced the purchase of 
Consolidated Craftsmen, a home im- 
provement firm with headquarters in 
Union operated by C. Pierson Con- 
nell. Connell, who has been active in 
home modernization in Bergen Coun- 
ty and Long Island for over 25 years, 
will be vice president of the new 
Channel Lumber division, which will 
be called Channel Lumber Home Im- 
provement Co. 

Charin said that Channel will offer 
the complete home improvement 
package—planning, materials, labor 
and financing. Model rooms will be 
installed in each of the Channel stores. 


Towmotor Raises Prices 3%, 

CLEVELAND—Towmotor Corp. has 
raised prices 3% across-the-board on 
its gasoline-powered fork lift trucks, 
straddle carriers and other industrial 
trucks. The increase, following one by 
its competitors, is aimed by Towmotor 
at offsetting rising costs, a spokesman 
said. 
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for Strength 


Well-formed heads...sharp points De em 


You get a solid, true-driving nail every time you reach into a Bethlehem carton. 
Heads are cleanly made. Points keep their “‘bite.’” And, thanks to the strong, top- 
quality steel, they drive straight and true. 

Bethlehem nails come in a complete range of styles, sizes, and finishes: bright, 
blued, cement-coated, and galvanized. They are packed in handy, 50-lb cartons. And 
they’re also available in 1, 5, and 25-lb packages. 

Bethlehem makes prompt deliveries of nails, staples, farm fence, steel fence posts, 
barbed wire, baling wire, and bolts and nuts; just call the nearest Bethlehem sales 
office. Or check with your regular distributor. Either way you'll get fast service. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Sales: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 2 
sents 
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SLAUGHTER JOINS CERTAIN-TEED— 
Sam Slaughter, prominent lumber dealer 
and prefabricator of New Richmond, 
Wis., and current president of the Lum- 
ber Dealers Research Council, will head 
the component development program 
for the Certain-teed Corp., Ardmore, 
Pa., and the Institute for Essential Hous- 
ing. He will also direct Certain-teed’s 
expansion in the international housing 
field, according to Malcolm Meyer, pres- 
ident. The manufacturer has purchased 
Slaughter's retail company in New Rich- 
mond. 


Housing Starts Dip Again 


WASHINGTON—The rate of new 
home construction fell in August for 
the second consecutive month to the 
lowest seasonally-adjusted annual rate 
since April, the Census Bureau re- 
ported. New private housing starts in 
August were at an annual rate of 1,- 
317,000, down 2% from the revised 
July rate of 1,338,000. 

This caused Federal Housing Ad- 
ministrator Neal J. Hardy to slightly 
revise an earlier prediction that this 
years housing starts would surpass 
those of 1960. He now thinks 1961 
starts will be “close to” 1,300,000, 
compare with 1,252,000 last year. 

Hardy scotched speculation that 
FHA might raise to 512% the maxi- 
mum 514% interest on FHA-backed 
mortgages. He said “there are no plans 
at present” to change the ceiling. 
Meanwhile, applications for FHA-in- 
sured mortgages in August rose 2% 
over the July rate. 


Joins Modular Group 

CINCINNATI—Metal door and frame 
producer, Steelcraft Manufacturing 
Co., has joined the growing Modular 
Building Standards Assn. The Wash- 
ington group is sponsored by Ameri- 
can Institute of Architects, Producers 
Council, National Assn. of Home 
Builders and Associated General Con- 
tractors of America. 

Objective of MBSA is to promote 


use of modular standards set by the 
American Standards Assn. They are 
based on a new measuring unit called 
the module (4” or 10 metric centi- 
meters) designed to integrate the size 
of building components so their as- 
sembly may be simplified. This would 
eliminate difficult or costly manipu- 
lation on the job. Doors are the first 
subject to be covered. 


Ceco Steel Plans Acquisition 
CuicaGo—Ceco Steel Products 
Corp. has agreed—subject to stock- 
holder approval—to acquire Mitchell 
Engineering Co., Columbus, Miss. 
metal buildings and components 
manufacturer for an undisclosed num- 
ber of shares. Ceco has annual sales 
of about $80 million in construction 
steel and other products, Mitchell 
about $4 million yearly sales. Mitchell 
will operate as a Ceco division, en- 
abling the company to expand in nine 
southern states not already served. 


New Kennatrack Plant 

ELKHART, IND.—Kennatrack Corp. 
will begin branch manufacturing op- 
erations in Whittier, Calif. in October, 
to facilitate faster shipments for the 
firm’s Pacific and mountain states 
customers. 

Sidney Sterne, former national field 
sales manager, will head up the Cali- 
fornia branch. 





SAVE TIME...SAVE WORK... 
SAVE MONEY... with 


Speed-A-Ply 


AN EASY TO HANDLE — EASY TO USE SHEATHING 
FOR ROOF, FLOOR OR SIDEWALL. 


WATER-RESISTANT 


IT'S A RIGID, 
NAILABLE, 
SOLID LUMBER 
WITH PAPER 
ALREADY 
APPLIED. 


SHEET. BOARD 
SHEATHING GRADE 
umBe® 


Ald UP EDGE-TO-EOGE 
(NO GLUE) FOR PANEL-WIDE 
DIMENSIONAL STABILITY 


WET STRENGIM 
KRAFT PAPER 


OFFICIALLY 
REGISTERED 
WPA STAMP 
\ REQUIRED (FHA 
PRESSURE 
AND WEAT 
PERMANENTLY 
BOND THE PAPER 
AND wooo 


WATER-RESISTANT 


NO BUILOING PAPER 
REQUIRED (FHA) WHEN 
4AP.JOINTS USEO 


Sine 


eal i. 


SPEED-A-PLY is manufactured in one 
standard size, 25/32’ thick x 2’ x 8’. It's 
finished with a square edge or shiplap 
joint. 

BE SURE TO 
STOP AT THE 
BOISE CASCADE 


GO 10 CHICAGO 
NOVEMBER 4-7, 1961 


SPEED-A-PLY has all the workability, strength 
and insulative qualities of lumber PLUS the economy of SHEET APPLICATION. Kiln dried for 
dimensional stability, SPEED-A-PLY is made of sheathing boards laid between two sheets 
of wet strength kraft paper. It is then bonded by heat and pressure with water resistant 
glue. It is a recognized sheathing product for use in construction insured through FHA. 

CALL, WRITE OR WIRE FOR DESCRIPTIVE LITERATURE: 


BOISE CASCADE CORPORATION 


P. O. BOX 923 * BOISE, IDAHO * PHONE BOISE 5-4521 * TWX 249-U 


CORPORATION 
EXHIBIT: NEW 
PRODUCTS OF 
INTEREST TO YOU 


STOP 


8th ANNUAL NRLDA 
BUILDING MATERIALS 
EXPOSITION 
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GEORGIA-PAC 
YOU A COMPLETE REMODELING 
MATERIALS PACKAGE YO eo QGoog 


Georgia-Pacific’s nationally-adver- 
tised materials have the high qual- 
ity, low cost and ease of installation 
your home remodeling customers 
are looking for. Here is the com- 
plete product package to add or re- 
model an entire room: 


GB FACTORY-FINISHED 
PANELINGS. . . wide variety 


of beautiful hardwood patterns to 
suit every budget and taste. Famous 
‘“‘Family-Proof”’ finished panels are 
sales leaders. 


SPECIALTY HARD 
BOARDS ... featuring new Ga- 


rage Liner, finished panels with per- 
fcration above, wainscot below. This 


fast-seller forms attractive storage 
walls anywhere in the home. 


SIDINGS ...newG-P Ranch 


Panel in economical exterior-grade 
plywood boasts baked-on finish that 
lasts far longer than conventional 
paint... now available in Rural 
Red, with other colors coming soon. 
GPX overlaid plywood sidings cut 
finishing labor, defy the elements. 
New extra-wide reversible redwood 
Hacienda siding in end-and-edge 
glued panels may be installed with 
either textured or smooth side out- 
ward. Redwood is also offered in 
factory-sealed bevel siding. Texture 
1-11 and V-grooved patterns are of- 
fered in both overlaid and standard 
plywood, available factory-primed. 


4 | FLOORING. .. new 2.4.1 


flooring serves as both subfloor and 
underlayment, in T&G and conven- 
tional panels. Simplest, most effi- 
cient flooring system available... 
forms an ideal base for new G-P 
Flexible Oak Flooring. Flexible Oak 
is sold in easily-laid tiles of high- 
grade oak, pre-finished with a cat- 
alyzed resin coating. 


EMS SHEATHING ¢ PLY- 
WOODS ... premium quality fir 


plywood sheathing for all applica- 
tions. G-P Douglas Fir Plywood with 
the vital quality ‘‘plus’’ is available 
in a wide range of grades and sizes, 
overlaid and standard. 





\|-~ 
YoU SELL Alt 


THE REETED 
ITEMS@ QQ 


G-P’s remodeling materials and 


promotional aids stimulate your 
sales. You follow through by selling 
all the related items to create a 
profitable package sale: 


PAINT AND PAINTING 
MATERIALS + CEILING TILE 
DOORS + FIXTURES 
MOLDING + TOOLS AND NAILS 


(+P We 
WITH YouIn 


A “BOOMING 


PYMARKET 


Georgia-Pacific encourages the 
growing demand for adding or re- 
modeling entire rooms. National 
magazine advertising (Better Homes 
& Gardens, American Home, Popu- 
lar Science, Popular Mechanics, 
Sunset, Home Modernizing Guide) 
pre-sells your customers on advan- 
tages of G-P materials you feature. 
*% The annual home improve- 
ment market has increased al- 
most 100% in the past 3 years, 
according to U. S. Government esti- 
mate. Important to you, do-it-your- 
selfers spend as much on home 
improvement materials as profes- 
sional remodelers. In 1960, Ameri- 
cans spent $1514 billion on the 
home improvement market, as com- 
pared to $16 billion in new home 
construction. 


Circle No. 11 on Handy Cover Card 


RKS 





PROMOTION 


Wt wg 


“at 


FREE... YOUR 
CoM PLETE 
REMODELING 


POO? SALES 


PROMOTION 
PACKAGE => 





Display pieces, window banners, paper mats and radio copy for your 


® store banners, pennants, counter local use. Training course for your 
displays. Free idea booklets for your salesmen. A G-P representative will 

: customers, featuring most popular stage a training meeting using the 
areas in the home for remodeling... . exciting new “talking book” method 

including a handy cost chart thates- to cover the selling features of pro- 


timates expenses for specific jobs. ducts featured in the promotion. 


IDEAS F OR Advertising aids, inciuding news- Your salesmen get a reference book. 
GROWING FREE FROM GEORGIA*PACIFIC 


All the Tools 

You Need to Build 
Your Share of the 
Remodeling Market! 


G-P IDEA 
RECREATION ROOM 


ane’ ‘0 ge? 
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ON BOARD Call Your G-P Representative or -write us for details: 


Georgia-Pacific, Dept. BMM-1061, Equitable Bldg., Portland, Oregon. 
Please send details on the new Expand-A-Home promotion program. 
NAME ADDRESS 


Georgia-Pacific is a member of the 
CITY COUNTY sian eek: 
Douglas Fir Plywood Association, 
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plywood * lumber * redwood * hardboard * pulp * paper * chemicals Visit us at NRLDA Show 





SLIDING 
GLASS 
DOORS 


gives the industry 
a new sense of 


DEPENDABILITY 























DEPENDABILITY of product, 

of service, and of the company behind 

the product can mean so much to 

your success. Make sure you get all 

the benefits of this 3-way depend- 

ability when you select sliding glass doors. 


In announcing its new “Series 1100” Sliding Glass Door, 
Cupples—a division of ALCOA—assures you this is a truly fine 
door—well designed, precision made and dependable in every way 
for easy, trouble-free operation. Yes, this is a door you'll be 
proud to sell and install in any home—even your own. 


What’s more, you'll find the Cupples “1100” attractively priced 
to meet today’s competitive market. Once you see and 
examine it you'll be amazed how much value you get 

for so little. Investigate the Cupples dealership today. 

Write for complete details to Dept. BM-61-10. 


CUPPLES PRODUCTS CORPORATION 
A DIVISION OF ALUMINUM COMPANY OF AMERICA 
2650 SO. HANLEY ROAD - ST. LOUIS 17, MO. 


pEerPeNC Fee esi geo * 
IU fs fF 1 & , ALCOA 
ii CUPPLES PRODUCTS DIVISION 
ST. LOUIS, MO. 





CUPPLES OFFERS A COMPLETE LINE OF ALUMINUM SINGLE-HUNG, DOUBLE-HUNG, AND SLIDING WINDOWS AS WELL AS SLIDING GLASS DOORS 
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Theres BIG 
VARIETY in 


WEATHER STRIP 
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MACKLANBURG-DUNCAN CO. 





Weather | 


Show em all... 


WIN 

RA 
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e*\% \ Ne NAN . 


svat 


md Nametal 
WEATHER STRIP 


Completely packaged set contains sufficient 
Numetal strips and accessories for one door. 
Available in bronze or stainless steel, with or 
without door bottom or with any M-D threshold. 


[md/ W.4 FOLD-BACK 
WEATHER STRIP 


Automatically spaces itself when properly 
placed against door stop. A smoothly-operating, 
economical packaged set for all standard doors. 
Aluminum or bronze—with any door bottom or 
threshold desired. Nails, screws and instructions 
furnished in each set. 








DOOR WEATHER STRIP 


Extruded aluminum strip with durable vinyl! insert. Perfect for wood 
or metal doors. Packaged with strip, nails, screws and instructions. 
Comes with or without extruded aluminum and viny! DV-1 Door 


Bottom. 





Tmd? 
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M-D Numetal Door 
Bottom made of extra 
thick wool felt and 
heavy gauge stainless 
steel, brass or alumi- 
num. Standard lengths 
28, 32, 36, 42 & 48 in. 








LOWERS when door closes! 


RAISES when door opens! 


imd’ Waz-GARD 
AUTOMATIC DOOR BOTTOM 


Raises and lowers automatically. Made especially for doors (wood 
or metal) where bottom must clear carpet or rug. Comes in silvery- 
satin or Albras finish. Won't rust or tarnish. Standard lengths, 28, 32, 
36, 42 & 48 in. 
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DOOR BOTTOMS 


M-D heavy duty ex- 
truded aluminum and 
felt door bottom in 
Alacrome or Anodized 
satin, bright or brass 
colors, in all standard 
lengths. 


M-D extruded alumi- 
num and vinyl door 
bottom -—in natural 
Alacrome or Anodized 
Albras finish —in all 
standard lengths 






imd) CASEMENT WINDOW 
| WEATHER STRIP 


Easy to install on steel or aluminum casements. 
Slips over window flange. Style No. 1 is used 
on head and lock side or swinging edge of 
metal casement windows. Style No. 2 is used 
on hinge side and the sill. 











Style No. 1 




















Style No. 2 


VISIT OUR BOOTH NO. 836 AT THE NATIONAL LUMBER DEALERS’ SHOW, NOVEMBER 4-5-6-7, 1961 


Proofing Products 


sell em all for increased sales! 


imd) Nu-Koil 
WEATHER STRIP 


Latest advance in weather strip effi- 
ciency by the pioneers of the industry. 
Combines lifetime aluminum with 
tough, durable viny! bulb. Lasts indefi- 
nitely in any climate. In 17 ft. roll, 
packed with nails, instructions and 
handy nailing gauge. Packed 24 rolls 
to display carton. 


imd} EXTRUDED 
THRESHOLDS 


Popular AP-3% threshold has replace- 
able vinyl insert. This is only one of 
29 styles and sizes available in Ala- 
crome, Anodized Albras or Brass. 


[md] Combination 
DRIP CAP AND 
DOOR BOTTOM 


In one unit. Style DCV, for all exterior 
swinging doors, combines extruded 
aluminum drip cap that sheds water 
with vinyl air-baffles that stop drafts, 
dust, etc. Also excellent as garage 
door bottom. 








WEATHER STRIP 


The “original” coil metal and wool 
felt weather strip. Widely used be- 
cause it’s so easy to put on. Each 17 
ft. roll packaged with nails and in- 
structions. Packed 12 cartons in free 
display 


md) On-GARD 
COIL WEATHER STRIP 
These handy rolls come in 8 widths in 
either stainless steel or bronze in 17 ft 
or 100 ft. rolls. Features built-in ten- 
sion, embossed nail zone and hum- 
proof edge! f 


AN (ALK 


SPEED LOAD 
CALKING COMPOUND 
Loads come with or with- 
out plastic nozzle that can 
be clipped to different size 
openings. Also in hand 
squeeze tubes or 1/2 pt 
to 55 gal. drums. 


MNu-Glaze 
GLAZING COMPOUND 
Sets to rubber-like con- 
sistency. Clean, easy to 
handle. Use and recom 
mend with complete confi- 
dence that it ‘stays put 


GLAZING 


Compound 





MACKLANBURG-DUNCAN CO. 


WNelalticelaitiacia Mol Mm@lUlol fihvam siti ifellale Mm aaeleltlar: 
Box 1197 © Oklahoma City 1, Okla 


NE Ww! ; 
{md} Vina-Seal 


GARAGE DOOR 
WEATHER STRIP 
Made especially for door bottoms, 
this new vinyl weather strip easily 
tacks on. Keeps garage dry and clean 
—also cushions door closing. Individ- 
vally packaged for every garage door. 





< . 

md) GARAGE DOOR 
WEATHER STRIP 
Seals all 4 sides of door to keep out 
rain, dust, etc. Extruded aluminum 
with durable vinyl strip. For overhead 
doors but may be used on almost 
every type garage door. Packaged 

sets in poly tubing 











MACKLANBURG.DUNCAN CO 





DEALERS 
ORDER TODAY... 


your order will receive 
prompt shipment. 
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Which set is your best assurance against downtime? 


Naturally you have no way of knowing from the picture 
which of these two piston sets is better. Probably you 
couldn’t tell even if you were to handle the actual parts. 
Only when lab and field tests are run on these parts does 
the economy of selecting the genuine Mack parts— 
pictured on the left— become obvious. 

For instance, in the “‘will-fit” piston shown on the 
right the metal is softer and is not tin plated as in the 
Mack part. This generally indicates a much shorter life 
and a longer run-in time. It is also about a pound lighter 
than the genuine Mack piston, so unless a complete set 
is installed, engine balance will be appreciably disturbed. 
Valve pockets in the genuine Mack piston are carefully 
machined after casting for adequate—but not excessive 
—clearance. Result, higher efficiency. The Mack piston 
also has scuff bands, a continuous Ni-Resist insert and 
serrated skirt, all adding to better performance and 
longer life. 

Moreover, the compression rings of the so-called “‘just- 
as-good”’ set are far below Mack standards. Taper in the 
cheaper set is far from sufficient for optimum performance. 
Also the gap is too small which necessitates filing of the 
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ring ends during installation to prevent seizure. With the 
wrist pin it’s the same story. The dimensions are OK 
when new, but excessive expansion indicates inadequate 
heat treatment or the use of improper alloys during 
manufacture. 

There are other important quality differences between 
these parts, but the point is this—unless you can afford 
the expense of extensive laboratory and field tests, you 
are far better off specifying genuine Mack parts. Only 
then can you be sure of preserving the Mack quality you 
invested in originally. In fact, many times genuine Mack 
replacement parts will actually improve performance, 
since Mack is constantly improving its parts—original 
and replacement alike. 

When it comes to service, you should make the same 
comparisons. Mack-trained mechanics can make a big 


difference, too. Mack Trucks, Inc., Plainfield, N. J. 


Mack Trucks of Canada, Ltd., Toronto, Ontario. —gaz5 


MACK FIRST NAME FOR TRUCKS 
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All the natural warmth and beauty 
of redwood is enhanced in our new 
PALCO Santa Rosa Siding — saw- 
textured for added visual interest 
and greater durability. Saw-textured 
siding holds stains and other fin- 
ishes longer and weathers beauti- 
fully. Home buyers like its rich, 
handsome appearance, its long life 
and low maintenance. Packaged in 
dust-free, water-repellent paper 
wrap for on-site protection. Another 
PALCO Architectural Quality prod- 


uct, the standard of comparison 
since 1869. 


IBOON FOR 
BUILDERS 


SANTA ROSA 


saw-textured board-on- 
board redwood siding 





PROFIT WITH 


PALCO. 


THE PACIFIC LUMBER COMPANY 


100 Bush St., San Francisco 4, Calif. 
35 E. Wacker Dr., Chicago 1, Ill. 
2185 Huntington Dr., San Marino 9, Calif. 
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FIRST IN MACHINABILITY That’s why it cuts so clean and easy. It literally “‘sings” 


Men who really know their wood say no other man-made under your cutting tools. Edges can be drilled, shaped or 
board can touch Formica Flakeboard in machinability. grooved; they come out smooth and even, ready for direct 
This board is uniformly dense throughout every panel. finishing , 


USE 


Every day more and more of the nation’s 

leading fabricators are switching to Sees : 

Formica Flakeboard—the only under- Se a 
: oard because of its 

layment board on the market that rates smooth surface, mini- 

at the top in ALL the properties wanted mum warpage, and high 


by profit-wise, quality-conscious fabri- strength . . . but most of 


all because of its excel- 
lent machining qualities 


Try Formica Flakeboard! See for your- and uniform thickness 


‘ which assures exact fit 
self what a versatile, easy-to-work, and Sis eaphein: indie Setal 


durable board it is. Rout it, saw it, on fully formed tops.” 
shape it, glue it, nail it, veneer it. Once — 
you’ve tried Formica Flakeboard, you'll dim Watkins, 
ie . President and Plant Manager, 
understand why it’s first choice of men Toperaft, Inc.; Baltishore, Md., 
who know wood. one of the leading fabricators of sink 
and counter tops and vanitories, 


cators. 
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FIRST IN SCREWHOLDING POWER 





SUPER SMOOTH SURFACES 


Formica Flakeboard is factory-sanded satin smooth on both Jobs built with Formica Flakeboard stay together! 
sides. Its surfaces are free of knots, bumps, grain or craters, Completed units have greater strength, last longer. 
which are the major causes of unsightly telegraphing and Tremendous internal bond strength gives average screw- 
high spot wear. Every board is delivered ready for glue holding power of 350 psi in the face and 335 psi in the 
spreading and application of the laminate. What’s more, edge of every board. Formica Flakeboard offers you the 
Formica Flakeboard is uniformly thick from edge to edge, assurance of rigid, trouble-free installations that just can’t 
top to bottom, assuring a tight overall bond of the laminate come apart at the seams! 


in both hot and cold gluing processes! 


FIRST CHOICE OF MEN WHO KNOW WOOD" 


For Quality - Performance - Overall Savings 


yD stanoano SIZES | 


“Until Formica came 
on the scene with 
Formica Flakeboard, 
we had many varied 
problems with our core 


material. Formica has 
solved them all by 
offering flakeboard 
with a superior surface 
which can be easily 
machined without 
splintering or fraying. 
This, along with a 
complete range of sizes 
and thicknesses, has 
completely sold me on 
Formica Flakeboard.”’ 








Formica Flakeboard is now 
available in 48, 36, 30, 25, 
24 and 23!!¢ inch widths 
... 144, 120, 96, 84, 72 and 
60 inch lengths (with ample 
overage). There are 33 
board sizes in 34 inch alone 

all at one standard 
square foot price! Other 
thicknesses: %, 4%, %%, 1'% 


and 1%(¢ inch. 


FORMICA CORPORATION 


CINCINNATI, OHIO 
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Get the full story 
on quality features 
and 
money-saving advantages 






FILL OUT, MAIL 
POST CARD TODAY 
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FORMICA 
FLAKEBOARD 
FOLDER, 
FORM 114 


Fiakhehoard 








Contains complete 


Pion oe It’s an original not a 


Formica Flakeboard is made from clean flakes. Not chips, fine fibe 
splinters, shavings, particles or other waste, but flakes cally con 

from fresh-cut debarked southern pine. These flakes are Flakes 2 
FREE SAMPLE! carefully formed by a clean cutting action that prevents develope 


Write for yours damage to fibers and maintains the high strength proper- into tat 
Today. ties of the wood. sanded. 
Test Formica Flakes are made in two sizes: large, thin ones for the core; second t 


Flakeboard your- 
self. See for your- 
self its many 


money-saving, ices >K QUALITY : 


quality features. 

Formica Flakebo: 
of the southern pi 
and built exclusiv 
Every panel ship 
At Farmville, qu: 


40 x 144 


Fill Out, Mail Coupon Today! 





Formica Flakebo: 
underlayment for 
research and deve 
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> FAST DEP 


Formica Flakeboa 
from the east coas 
source of supply « 
delay while panels 
warehouse. You ge 





FREE SAMPLI 








FORMICA CORPORATION (Orlarotialal- arm @)a) 
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ot a by-product 


fine fibers for the surface. Flake dimensions are scientifi- 
cally controlled for better uniformity. 


Flakes are dried, classified, then treated with a specially 
developed resin. After treating, the flakes are formed 
into flat boards, which are conditioned, trimmed and 
sanded. Just prior to shipment, every board is sanded a 
second time for final top quality finish. 


ALITY CONTROLLED 


Flakeboard is made at Farmville, North Carolina, heart 
uthern pine country, in a fully automated plant designed 
exclusively for the manufacture of Formica Flakeboard. 
anel shipped meets Formica’s high standards of quality. 
ville, quality is built in, not just inspected in. 


DOTH SURFACES 


Flakeboard is designed as a fine quality corestock and 
ment for decorative laminate. As a result of exhaustive 
and development, board faces are made of fine fibers to 
a genuinely smooth surface of uniform thickness, which 
direct application of plastic laminate and eliminates 

telegraphing of grain, knots and similar surface flaws. 


ATER MECHANICAL STRENGTH 


Flakeboard is a “‘property-balanced”’ board. It exceeds 
fications prescribed by the National Particle Board 
on and the National Association of Plastic Fabricators. 
hout equal in internal bond strength which is clearly 
in its high screwholding power. Even its moisture resist- 
eeds specifications, providing product stability under 
umidity conditions. 


ELLENT MACHINABILITY 


s3tanding void-free board assures both easier and better 
ility. Many edge-banding or other finishing operations 
minated. 


T DEPENDABLE SERVICE 


Flakeboard is stocked by over 70 leading distributors 
east coast to the Rockies. That puts a fast dependable 
supply close to your place of business. No waiting or 
le panels you need in a hurry are shipped from a regional 
2, You get what you need . . . when you need it! 


AMP LES! Write for yours today. See—touch—test 
Formica Flakeboard yourself. See for yourself its 
many money-saving, quality features. Dept. F-60. 
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Building Materials 
Merchandiser 


New Product Spotlight «orors ciorce 


f 
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A TYPICAL HOUSEWIFE shows do-it-yourselfers h 
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ow easily she can install a Fiberglas sus- 


pended ceiling system during demonstration which pulled heavy traffic at Kelsey & Freeman 
Lumber Co. 


Do-It-Yourself Suspended Ceiling 


.~ 
AS 


THESE WERE the only household tools 
used by the housewife to install the sus- 
pended ceiling. 


ToLepo—Over 100 Toledoans 
turned out on a hot July Saturday to 
watch a pretty housewife install a 
new suspended ceiling at the Kelsey 
& Freeman Lumber Co. 

Assisted by Owens-Corning Fiber- 
glas, manufacturer of the suspended 
ceiling system, Kelsey & Freeman 
used a section of its extensive Home 
Improvement Center showroom for 
the demonstration. 

The “typical” housewife, without 
any special mechanical aptitude or 
training, put up the ceiling composed 
of Sonocor acoustical boards for noise 
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control and Luminous ceiling panels 
under light fixtures suspended in an 
aluminum grid system. 

Component parts for the Owens- 
Corning Fiberglas complete ceiling 
package now are available to building 
materials dealers. A four-page bro- 
chure for consumer handout includes 
an estimating guide to aid homemak- 
ers in figuring their lists of materials. 
Detailed installation instructions are 
included with each order. 

Each 24”x24”x1” Sonocor ceiling 
board carries a suggested retail price 

(continued on page 40) 
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y, 
YOU'LL MAKE SWEET SALES MUSIC 


with a 


TORO PROGRAM DEALER PLAN 


eek eeneeeeeereeaeneet 





Here’s A Program Of & Smash Hits! 


(Some all-time favorites and a couple of new- 
comers that add up to a symphony of sales. ) 











I} TORO PRODUCTS scientifically stocked to match 
your market. Whirlwinds (3 models less than $100— 
bag included) eSportiawn Reels e Sportsman, Pony, 
Colt Riders « Power Handle (Lift-off engine). 


iD) TORO LOCAL ADVERTISING PROGRAM planned 
and timed to build maximum traffic. Local news- 
paper, radio or TV e Local Co-op plan e Phone direc- 
tory listing. 


53 TORO MERCHANDISING MATERIALS to turn 
lookers into buyers. Spring display kit e Other display 
materials. 


Gh LOOK MAGAZINE LUCKY NUMBER PROMOTION, 
a unique and intriguing sweepstakes, will bring thou- 
sands of prospects into Toro dealerships all over the 
country. (Just one part of the biggest national adver- 
tising campaign in the industry.) 


TRADE UP COUPON PROMOTION, a $10 trade-in 
deal, promoted through national and local advertising, 
is another big traffic builder. 


©) toro ACCESSORY MERCHANDISING PLAN to 
give you those ‘‘extras’’ to snare bargain hunters. 
Dealer accessory merchandiser e Accessory kit «e Lawn 
Vac Kits e Leaf cleaning kit « Leaf bag kit. 


7 TORO AUTHORIZED SERVICE DEALER PROGRAM 
to keep 'em sold after they're soid. Parts program e 
Promotional program. 


TORO CONSUMER FINANCE PLAN to make you 
easy to buy from. Toro time. 











Strike up the music and start selling to beat the band. Sign 
up with the sales-building Toro Program Dealer Plan today. 
For full information contact your Toro distributor or write to: 


TORO 


TORO MANUFACTURING CORPORATION + 3055 Snelling Avenue, Minneapolis 6, Minn. 
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Write today 
for ZERO’s 
"61 Catalog 
and 
Profit-Making 
Prices and 
Discount 
Schedule 





WEATHER-PROOF 
YOUR 


PROFITS 


WITH ZERO 


sweather stripping’ 
« saddles 
s adjustable astragals 


Get to know the ZERO line; 
being specified by more and 
more architects .. . because 
it’s the quality line. 


ZFRO WEATHER STRIPPING CO., INC. 
451 East 136th St., New York 54, LUdiow 5-3230 


37 YEARS OF UNSURPASSED QUALITY, 
DURABILITY AND PERFORMANCE 
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Do-It-Yourself Ceilings 
(begins on page 37) 





of 94¢; a 24”x24” Luminous ceiling 
panel retails around $2.68. Both the 
ceiling board and ceiling panel are 
available in 24”x48” sizes. Each 12’- 
long Main Tee, including hanger strap 
and accessories in the aluminum grid 
system, retails at $2.35; each 12’-long 
Wall Angle, $1.61; 4° and 2’ Cross 
Tees, 73¢ and 36¢, respectively. 

The suspended ceiling system is es- 
pecially suited for projects which in- 
volve lowering the height of the ceil- 
ing and covering pipes, ducts, wiring, 
or other obstructions. Applications 
include basement recreation rooms 
where ducts and other systems must 
be hidden; kitchens and bathrooms 
with all-luminous ceilings for shadow- 
free lighting; and acoustical-luminous 
ceilings for family rooms and _ play- 
room and for covering cracked ceil- 
ings in any room where the conditions 
prevent gluing. 

Promotion. Kelsey & Freeman Lum- 
ber Co. used 10 radio spot commer- 
cials to promote the suspended ceil- 
ing demonstration. The day before, the 
morning and evening Toledo news- 
papers each carried an advertisement 
inviting the public to view the instal- 
lation. A publicity item appearing on 
the business page of the major Toledo 
paper, The Blade, also swelled at- 
tendance. 


LARGE CROWDS of do-it-yourselfers 
learned they, too, can put up the ceiling 
without any special training as they 
watched housewife above put final Fiber- 
glas acoustical board in place during sus- 
pended ceiling demonstration staged by 
Kelsey & Freeman Lumber Co. 


At Kelsey & Freeman’s suburban 
Perrysburg and Sylvania operations, 
Owens-Corning product displays and 
brochures tied these yards in with the 
demonstration at the main yard. The 
branch yards also noted greater traf- 
fic that day. 

Tip. J. Walter DeBrock, sales man- 
ager of Kelsey & Freeman, said: “This 
much interest in the summertime 
leads me to believe that a winter 
demonstration, smack in the middle 
of the do-it-yourself season and backed 
up by more publicity and advertising, 
would sell dozens of these new Fiber- 
glas suspended ceilings. 
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natural siding, 
garage doors, 
fences 
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rave Rid.aWeather-Cide 


A tung oil based clear 
exterior finish 


Waterlox Weather-Cide leaves 
a slightly “grippy” surface that 
resists the effects of sunlight 
and weather. Wears down like a 


es 


We 


for redwood, fir, 
pine, cypress 


1 
. 2 
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NOW! 
UP TO $450 
ADDITIONAL PROFIT 








self-cleaning paint f 
recoating. It conta) 
bat mildew 
Weather-Cide is a clear 
color-in-oil can be added 
Seventy-two hour drying time 
contributes to long life 

of Weather-Cide 


areca \A . 
to com while 


finish 


For a free 1 pint sample, attach 





this ad to your /etterhead 


WATERLOX DIVISION, THE EMPIRE VARNISH CO. 
Cleveland 4, Ohio 
18 on Handy Cover Card 


2638 East 76th Street, 
Circle No. 


Natural 
Exterior Finish 
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ON EVERY HOUSE USING THE 


A tried-and-proven fabrication plan that means 
hundreds of dollars savings on every job, in 
labor, time, equipment and engineering: 


@ Speeds building completions 
@ Requires only one jig table 
® Makes trusses to fit every roof need 


Compare With Any Other Program: 
COMMON $ENSE WILL SPELL OLYMPIC 


Write, wire or phone collect 


OLYMPIC TRUSS PLATE CORPORATION 


4062 N. E. 5th Avenue, Ft. Lauderdale, Fla. 


SSSOHSSSSSSSSSSSSSOSSSCSHOOSSOSCCEOOSECSSSESEES 
Circle No. 


BUILDING MATERIALS MERCHANDISER (American Lumberman) 


TRUSS SYSTEM 
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WITH A TOTALLY 
NEW KIND OF 


SKIL SAW 


FOR THE HARDWARE INDUSTRY... 





ideal for contractors, tradesmen, 
and homeowners, too 


Skil introduces a revolutionary new kind of saw for 
the hardware industry—the Model 577 Recipro Saw. 


Cutting capacity is 
virtually unlimited. Cuts anything from heavy lum- 
ber to the thinnest plastic sheeting. Makes tough rip 
cuts or does the most intricate scroll work. And it’ll 
cut any material from soft wood to steel or plaster. 

What’s more, it has features of saws costing twice 
its price. Double reduction gears, canted blade for 
faster cutting, multi-position foot, 3-position auxil- 
iary handle and many others. 


Home craftsmen, handymen, 
carpenters, plumbers, electricians, contractors—any- 
one who uses a saw professionally or as a do-it-your- 
selfer—is a prospect for this revolutionary new tool. 


to offer one of the 
most exciting and profitable tools introduced in the 
past 10 years .. . the new Skil Recipro Saw Model 
577. Get your order to your wholesaler today! 


GeS 





CUTS ANY MATERIAL 
FROM WOOD TO STEEL 


(Uses Skil Jig or 
Recipro Saw Blades) 


Corrugated or 
sheet metal 
Pipe, conduit, 
tubing 

Steel and 
aluminum 
Plaster, wall 
board, tile 

Wood (even 

with nails) 
Brass, copper 
Fiberglass, 
plexiglass 
Masonite, other 
compositions 
Formica, other 
plastic laminates 
Asbestos, other 
abrasive materials 


MAKES ANY CUT FROM 


Big cutting capacity—even 
saws 6 fence posts, logs. 


F 
“lush cuts—even into corners Makes miter and bevel cuts ‘*Roughing-in'’ cuts in walls, 


—without attachments. ceiling and floors 


in heavy lumber, beams. 











Only 


49" 


Complete with 
3 blades 


EXCLUSIVE! 
Blade adjusts for cutting 
in 4 directions. 














Cross-cuts wood, angle iron, Pocket cuts are easy—even Scroll, pattern cuts made Rip cuts most materials 
pipe and compositions. makes its own starting hole. with standard jig saw blades. including corrugated stee 


ideal for contractors, tradesmen, 
and homeowners, too 


Skil introduces a revolutionary new kind of saw for 
the hardware industry—the Model 577 Recipro Saw. 


Cutting capacity is 
virtually unlimited. Cuts anything from heavy lum- 
ber to the thinnest plastic sheeting. Makes tough rip 
cuts or does the most intricate scroll work. And it’ll 
cut any material from soft wood to steel or plaster. 

What’s more, it has features of saws costing twice 
its price. Double reduction gears, canted blade for 
faster cutting, multi-position foot, 3-position auxil- 
iary handle and many others. 


Home craftsmen, handymen, 
carpenters, plumbers, electricians, contractors—any- 
one who uses a saw professionally or as a do-it-your- 
selfer—is a prospect for this revolutionary new tool. 


to offer one of the 
most exciting and profitable tools introduced in tk 
past 10 years . . . the new Skil Recipro Saw Ma 
577. Get your order to your wholesaler today! 
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CUTS ANY MATERIAL 

FROM WOOD TO STEEL 

(Uses Skil Jig or 

Recipro Saw Blades) 

e Corrugated or 
sheet metal 

e Pipe, conduit, 
tubing 

e Steel and 
aluminum 
Plaster, wall 
board, tile 
Wood (even 
with nails) 

e Brass, copper 
Fiberglass, 
plexiglass 
Masonite, other 
compositions 
Formica, other 
plastic laminates 


Asbestos, other 
abrasive materials 


Big cutting capacity—even 
saws 6 fence posts, logs. 


Makes miter and bevel cuts ‘*Roughing-in"’ cuts in walls, 


in heavy lumber, beams 


“lush cuts—even into corners 


—without attachments. ceiling and floors 















Only 


‘49 


Complete with 
3 blades 
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; EXCLUSIVE! 
> 3-Position Foot 
—Flush and scroll cutting 
EXCLUSIVE! EXCLUSIVE! 


Blade adjusts for cutting 
has & directions. " —Stationary for pocket cuts 











Cross-cuts wood, angle iron, Pocket cuts are easy—even Scroll, pattern cuts made Rip cuts most materials 
fold eee:- Vale Moteliilolel-tidlela le makes its own starting hole. with standard jig saw blades. including corrugated stee 


Selling the new Skil Recipro Saw is just the design that fit not only Skil Recipro Saws, but 


beginning of a highly profitable repeat business. 


also industrial tools including Milwaukee Sawzall, 


Your customers need and want a wide selection of Stanley All-Purpose Saw, and Porter Cable 
blades too. Top quality Skil blades are of standard Multi-Saw. You’ll get real turnover, for sure! 


METAL CUTTING BLADES 


| Igth. 
| (in.) 


recommended use 


recommended use 





4 
Steel, other ferrous metals {%” or 








thicker. Aluminum, other non-ferrous 


Fast cutting, long-life blade. 








metals %” or thicker. 








Ferrous metals %." to 1%” thick. 


Fast cutting, nail resistant blade; 
smooth cutting in hard wood, plastic 





and hard composition board. 








Ferrous metals “6” to “6” thick. 





6 
8 
4 
6 Non-ferrous metals less than 4%”. 
4 
6 


| . ; Fast scroll cutting in wood, plywood, 
4 Ferrous metals less than 4¢”. plastics, fiberboard, compositions. 


ETAL SCROLL CUTTING BLADES . 








Blade is hollow ground for smooth, 
finish scroll cutting in plywood, plastic 
laminates, and veneers. 





Steel, other ferrous sheet 1%” or thicker; 
aluminum, other non-ferrous sheet %” 
or thicker. am -Ve 


: 
; 
: 





Ferrous sheet %¢" to 4%” non-ferrous 
’ 6 = Tough, economy blades for fast rough- 
sheet under 1%”. , _. : 
oe ing-in, in most material. Excellent as 
general purpose blade (for electricians, 
plumbers and maintenance men). 





Ferrous sheet metal 46” to %e". 











Ferrous sheet metal less than 4¢”. 


PLASTER CUTTING BLADE 


| & Plaster and wood or metal lath, build- 
: ing tile, other abrasive materials. 


FREE! NEW BLADE 
MERCHANDISER 


With the purchase of Skil’s new No. 25660 Blade Assort- 
ment—just 8 packages of top turnover blades—you’ll 
get absolutely FREE this attractive, all-steel Blade 
Merchandiser. Compact—only 614” wide, 12” high, 2” 
deep. Special ‘‘3-way’’ design for use on counter, between 
shelves, or on wall. Front lid gives complete blade in- 
formation, lifts up for easy access to blades inside. Holds 
up to 34 blade packages. Call your Skil wholesaler and 
get started in this profitable blade business today! 


Tough, economy blades for roughing- 
in where nails will be encountered, or 
for smooth cutting in almost any mate- 
rial including soft metals. 


























NO. 25660 RECIPRO SAW BLADE ASSORTMENT 


(Includes one each 10-blade package of Blade Nos. 
20541, 20542, 20544, 20545, 20546, 20547, 20572 and 
23606 plus FREE display). 


Total Retail (8 packages of 10 blades) Wall an Counter 


Your Cost (at full 334% margin) 
Your Profit (at full 50% mark-up)...................... $13.50 
PLUS Free Blade Merchandiser 
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Time is important 
to customers and to every member 
of the Fish Building Supply, Inc. team. 
Customer satisfaction is the 
key to better service and the guide 
to the sound policy of selling only 
quality products, at a fair price. 





with 
SUCC LAS} 


Roger L. Fish had some pretty definite ideas about merchandising when he 
started Fish Building Supply, Inc. just a few years back. 
The slogan, “HIGHEST QUALITY, FINEST SERVICE, LOW PRICES” was developed to 
summarize the tremendous respect the Fish organization has for its customers: Buyers 
are told about.the features of quality building materials: Customers are not expected 
to drift around aimlessly until someone happens to notice them. 
“We are entitled to a fair profit because we provide better service and push 
the products that we aren't afraid to back,” reports Mr. Fish. 
No wonder the business has rapidly grown from 
nothing to nearly 3 million dollars per year. No wonder 
Fish Building Supply, Inc. stocks and features 
ReO*W Wood Windows. 


YOU CAN’T QUARREL WITH SUCCESS. 


See the full line of ReO*W Windows—Removable double-hung and gliders... 
America’s finest casements and awnings/SPACE #952/1961 NLRDA SHOW 


(LiF LOX, 
R-O-W WINDOW SALES CO. \eumeos wncanes) 


R-O-W and LIF-T-LOX are registered trade- 
1365 ACADEMY AVENUE e DEPT. BM-1061 e FERNDALE 20, MICH. marks of the R-O-W Window Sales Co. 
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ONE OF FIRST HOUSES built by Burke & Sons stands on hillside across street from more recent $18,000 home. Burke's crew 
is busy preparing foundation for 12’x24’ room addition, adding a $4,000 improvement to house which originally sold for 
$11,500. 


Rural Community 
Dealer-Builder 


OWNER WILLIS BURKE of Rock- 
port, Mo., who practices ‘‘DSC"’ 
(Dealer Sales Control). 


Homes such as pictured here have helped to build 
$400,000 sales volume for dealer in town of 1,500 


population. 
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Rockport, Mo. 
ESS than 11 years ago, Willis 
Burke combined his savings with 
borrowed money and started Burke 
& Sons Lumber Co. on $15,000 capi- 
talization. Today, through use of 
Dealer Sales Control management 
principles (see page 5), the northwest 
Missouri building materials merchant 
enjoys an annual volume of $400,000. 
All this in a rural community of only 
1,500! 

Practicing “DSC” (Dealer Sales 
Control) to its fullest, Burke & Sons 
are just beginning their second land 
development and moving materials at 
full markup. The firm keeps 18 ma- 
sonry and carpenter crew members 
busy during the summer construction 
season and 10-12 are on the job in 
winter. There is plenty of money avail- 
able for both new construction and 
home improvements. Burke & Sons 
does a thriving business in both by 
arranging financing. 

“By controlling the sale in new 
houses we build, we can clear odd 
items out of stock and maintain a 
balanced inventory. We stand behind 
every sale and by giving good service 
to our customers we build repeat busi- 
ness,” Willis Burke said. 

Fabrication. Burke and his sons, 
Reed, Charles and Gilbert, have an 
unusual approach to component man- 
ufacture. A 2x4 guiderail is bolted to 
the floor of a warehouse with stud 
spacings marked 16” o.c. Wall panels 
are fabricated on the warehouse floor 
by hand-nailing. Then a house-load of 
panels is hoisted on an overhead track 
to delivery trucks. 

Truss members are precut on a 
radial arm saw and carried to the job 
site. When the floor underlayment is 
completed, truss span and pitch is 
penciled on it and trusses made by 
hand-nailing. Two men finish another 
as two others put the first one in 
place on the top plate. In bad weather, 
a piece of plywood is laid on the ware- 


house floor and trusses are completed 
using the same procedure. 

Subdivision. Burke & Sons began 
their first land development four years 
ago on a hillside in south Rockport. 
They purchased six acres for about 
$3,000, developed them into 100’x 
120’ lots and paved a 60’ wide street. 
Lots sell individually for $2,000. The 
village provided water and sewerage. 

Building gradually as sales were 
made, the subdivision is just being 
completed. Most houses constructed 
by Burke crews are 24’x36’ with a 
fairly standardized floor plan. How- 
ever, the draftsman will design any 
home desired. Main variation is in 
siding and an occasional hip roof. 
Plumbing, heating and electrical work 
are subbed. First small house, now 
being improved, sold for $11,500. But 
the 17 built since then are larger 
ranches, some with garage, selling for 
$16,500 to $18,000. 

“Our men have just begun work 
on a 12’x24’ double-room addition 
on that original small house,” Reed 
Burke said. “The owner returned to 
us for his $4,000 modernization. He’s 
extending the living room and adding 
the kitchen next to that so the old 
space can be turned into a bedroom.” 

Source of business. Burke & Sons 
run a weekly newspaper ad, but 
most business comes through word-of- 
mouth advertising. The firm prides 
itself on good work and continuing 
service. Most area farmers buy ma- 
terials from the dealer and perform 
do-it-yourself farm building improve- 
ment jobs. There is some farm busi- 
ness, mostly in house remodeling. 

Modernization. One particularly big 
deal was a $25,000 modernization 
job on an old farmhouse. The farmer 
had plenty of money and wanted to 
stay where he was. So Burke & Sons 
fully renovated his home, including a 
new packaged kitchen. Burke’s gen- 
erally make about $2,000 on an im- 
provement job. Area banks buy the 


paper. 

New homes. Burke & Sons does a 
thriving business in new construction 
outside their subdivision too. Farmers 
retire and want a permanent home in 
town. Rockport renters also take ad- 
vantage of Burke’s home _ building. 
One house was erected in a town 10 
miles east of Rockport, but Burke & 
Sons mainly do business near at hand. 

“There is plenty of money around 
for home improvements,” Reed Burke 
said. “And we seldom have trouble 
qualifying people for new home loans. 
We have surpassed our competition. 
As a matter-of-fact, we bought out 
two competitor yards last year.” 

Country club. A group of Rockport 
people decided they wanted a country 
club. A corporation was formed and 
100 shares issued. Being charter mem- 
bers, Burke and his sons erected the 
concrete block clubhouse. They held 
the cost down to $12,000 for their 
friends. Now the village has a much- 
used golf course on the east side. 

New development. Last year Burke 
& Sons purchased acreage on the west 
side of town (see picture) and began 
developing it. Lots sell for $2,500 in 
Willi-Gwen subdivision. Two split- 
level homes for $19,500 were built 
before bad weather set in. This season 
Burke expects to build 8-10 houses. 

“This new development will keep 
us occupied for another 10 years or 
so,” Willis Burke said. “We'll move 
slowly, building and selling homes in 
the $18,000 class as they are wanted. 
Meantime, we'll continue to get mod- 
ernization jobs on our older homes.” 

The village is installing sewers and 
water connections in the new sub- 
division. Streets will be paved soon. 

“Sooner or later people begin to 
trade with us, even the price shoppers 
who have passed us by,” Willis Burke 
said. “We control the sale from start 
to finish and they have to come to us 
now.” Most of the materials are sold 
at 30% markup. 


THREE BURKE HOUSES in initial subdivision in Rockport sold for $18,000 (with garage) and $16,500. 
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AERIAL VIEW of eight-acre tract showing five major buildings. Three additional open-end lumber sheds will be built this year. 
Buildings shown above: No. 1—truss plant; No. 2—finish lumber warehouse; No. 3—dimension lumber shed; No. 4—millwork 
shop and warehouse and No. 5—main showroom and office with connecting merchandising warehouse and store. 


““DSC”’ retailer says cash yards and prefabers are main competitors 


Market Diversification: 
Road to Dealer Growth 


@ Wisconsin dealer plays the whole field—cash-and-carry, com- 
ponents, whole building packages, complete kitchen jobs; expansion 
into shell homes and package remodeling is in the planning stage. 


® Starting from scratch eight years ago, Roger L. Fish and his 
father have run their volume from $175,000 to $2 million with a 
substantial growth anticipated this year. 


® Fast-growing organization now occupies new eight-acre layout 
that includes five major buildings with a complete line of materials 
and services for the builder and handyman. 
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REXALUM ALCOA ALUMINUM SIDING 
A New Low Price with Unexegtied Quality 
All Colors Available... Come Out And See! 
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FULL- PAGE AD in Wiseentbe State-Journal is part of consistent ad- 
vertising campaign to attract customer attention to wide lines of 


lumber and aluminum products, 


MIDDLETON, 

IGHT YEARS AGO Robert L. 
Fish was an employe of the U. S. 
Forestry Service in Montana. Today, 
he is president of Fish Building Sup- 
ply, Inc., a firm that is making mar- 
keting history within a 50-mile rad- 
ius of Madison, capital of Wisconsin. 

In the intervening years, Fish Build- 
ing Supply, founded in 1953, has 
grown in volume from $165,000 to 
almost $2 million in 1960, almost 
eight times on investment, president 
Fish reports. Anticipated volume for 
this year is $3'2-$4 million. 

This steady growth squeezed the 
firm out of its downtown location last 
May onto an eight-acre country tract 
with 110,000 square feet under roof 
including a new store, warehouses, 
prefab plant and accessory storage 
buildings, a total investment of about 
$250,000. 

The question many people ask Fish 
—or would like to ask him—is: 

“How did you do it?” 
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packaged buildings and services. 


His answer is a combination of 
factors. Fish appraises his growth this 
way: 

“Service plus price. And we treat 
our customers right. If we get a good 
buy, we try and pass on part of it to 
them. If we haven’t got a product a 
customer wants, we'll get it. 

“You've got to get new products all 
the time, items that identify you as 
keeping pace with the building ma- 
terials industry. We stock whatever 
we sell.” 

But the No. 1 success factor is good 
personnel, Fish is convinced. He has 
surrounded himself with people who 
have proved ability in their jobs. 
Among them are Mrs. Mildred Moller, 
second in command on the fiscal 
end, “a girl who knows the answers,” 
Fish says. Her husband, Les Moller, 
and Bob Jones head up the growing 
kitchen department. Paul Lindau is 
manager of the component operation. 
Hank Freudenthal is head of the re- 
tail department and Warren Schroeder 


BUILDING MATERIALS MERCHANDISER (American Lumberman) 


is the invaluable dispatcher. 

Working capital is important, too, 
and Fish was fortunate to have fam- 
ily resources he could tap. 

All these success factors are im- 
portant, but just as fundamental was 
Fish’s evaluation of the market. He 
decidec at the outset that cash-and- 
carry yards and prefabers were his 
greatest competitors, so he geared 
his operation not only to meet com- 
petition, but capitalize on it. His re- 
sulting market diversification has been 
so effective that sales peaks and val- 
leys have been eliminated, Fish says. 
This has been accomplished with the 
help of the following organization 
moves. 

* First, Fish has set his prices to 
meet head-on the giant Wickes cash- 
and-carry yard, 65 miles away, and 
furnish service, too, if the customer is 
willing to pay for it. 

* Second, he went into truss pro- 
duction last October to expand his 
builder volume and develop new 
builder customers. His component 
fabrication plant was the first build- 
ing erected in his new layout. Prehung 
door units are also being made. 

¢ Third, the firm has a thriving kit- 
chen department with three complete 
models, two full-time outside sales- 
men and an installer. 

* Fourth, Fish is promoting com- 
ponent farm buildings, cabins and 
garages. He is also getting into the 
shell housing market. 

* Fifth, Fish looks forward to sell- 
ing home improvements as soon as 
he can find the right man to head the 
department. 

This market’ diversification is 
backed by a steady stream of promo- 
tional material with special attention 
to a 400-name mailing list to build- 
ers. Special printing equipment, in- 
cluding five typewriters with different 
faces, a versatile mimeograph ma- 
chine and a binding tool enable Fish 
to handle most of this promotion in 
his own shop at low cost. Special bro- 
chures will cover cabins and prefab 
farm buildings. The advertising bud- 

(continued on page 50) 


TWO LIVE FISH—Elmer and son, Roger, 
president of Fish Building Supply, Inc., 
pose besides their trademark, an Angel- 
fish. 
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Market Diversification 
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get is 1% of projected sales. 

In fact, manufacturers will usually 
pay the cost of a Fish mailing on one 
of their new products Fish may want 
to promote. Newspaper, radio and 
TV have also been used. Two goals 
lie behind this consistent barrage: one, 
to build contractor volume and _ sec- 
ond, to increase cash business. 

Competitive prices. One of Fish’s 
slogans is “Complete Building Supplies 
at Lower Prices.” Recognizing dis- 
count trends, many store items are 
labeled: “Manufacturer’s price” and 
“Fish’s price.” 

Newspaper ads carry these lines: 
“The Way to Save the Most is to Pay 
Cash at Fish’s” and “If You Don’t 
Buy from Us We Both Lose Money!” 

Fish maintains no accounts receiv- 
able except with contractors. Within 
a 25-mile radius, he offers a 10% 
discount and delivers free; the con- 
tractor still gets a discount on full 
loads, but pays a 35¢ per mile drayage 
charge both ways beyond 25 miles. 
This is a sliding charge depending on 
the profit margin in the sale. Better 
discounts. of course, are allowed on 
some hardware and specialty items. 

“Our prices are close enough to 
Wickes, so that people will consider 
us with our more complete lines and 
service,” says Fish. “No one walks out 
of here because of price—if he pays 
cash—if the price is within reason. 
We maintain two prices—one for 
walk-in trade and one for builders— 
each less 10% for cash. 

Fish acts as a distributor for all 
major items. He buys in truckload and 
carload lots with a spur track that 
can handle 14 cars. He takes credit 
for being the first stocking distributor 
for I-XL kitchen cabinets in Wiscon- 
sin, the first stocking distributor of 
aluminum combination windows and 
the first dealer, outside of a whole- 
saler, to buy a carload of 2%” CD 
sheathing in Madison. 

With the state government and state 
university located nearby, and _ be- 
cause of its strategic location geo- 
graphically, Madison is becoming 
more important as a distributing cen- 
ter. Fish expects to capitalize on this 
trend. 

He is serving the new home market 
by educating builders on the cost sav- 
ings of components. Although he has 
one or two major tract builders buy- 
ing trusses, his average builder cus- 
tomer erects less than 20 homes a 
year. Truss production in their Gang- 
Nail operation reached 1,000 units a 
week late last year. Four men work 
on trusses in the 100’ x 200’ shop. 
Exclusive of the building, truss-making 
equipment is valued at $10,000. A 
panel jig was bought used and the pre- 
hung door operation in a_ separate 
warehouse uses equipment developed 


(continued on page 52) 

































































SHOWROOM and merchandising warehouse are integrated at Fish 
Building Supply. 


" 








directly to the showroom. Besides serving as a general storage area 
for appliances and general building materials, the self-service store 
will display plywood, lumber, moldings and pickup items for the 
homeowner customer. 
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COLOR CENTER is leased to paint manufacturer on a square-foot 
basis, plus percentage of sales. 
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STORE-WITHIN-A-STORE is the impression given by this picture. 
bookkeeping area and reception room. 
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KITCHEN CABIALTS 


ee aa/ ‘ 
THREE MODEL KITCHENS, in three price ranges, all in wood with built-in appliances, are 


featured in the kitchen department which has two full-time salesmen. Sales are about evenly 
divided between homeowners and builders. 
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15 COLORED OVERHEAD DOORS by eS ‘we of which are » shown “sti liven up 
the Amco steel building and steel frames employed for the Fish showroom and mer- 
chandising warehouse. In addition there are two Pruden buildings and two pole 
buildings. Rail spur has 14-car capacity. 


COMPLETE R.O.W 
WINDOW LINE re- 
veals nine different 
types of window in- 
stallations. Customers 
can see how these 
units will look in- 
stalled. 








DIMENSION LUMBER WAREHOUSE (32’x200’) makes full use of lift truck equipment 
and banded lumber packages. Three additional open end sheds for long dimension 
lumber will soon be built. 
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within the organization. 

As a means of advertising and per- 
sonalizing their truss service, the fol- 
lowing legend is stamped on the bot- 
tom cord of each truss: “This truss 
expressly manufactured for 
Ready-made stamps have been made 
up for leading truss customers and 
stamps are quickly procured for oth- 
ers. 

Good kitchen business. Fish did 
about $200,000 in kitchen sales last 
year, with two salesmen selling jobs 
and another handling _ installations. 
These jobs totaled about 250 installa- 
tions mostly with word-of-mouth ad- 
vertising for leads. 

“We haven’t gone after kitchen busi- 
ness any harder because we couldn’t 
handle what we have,” explained Fish, 
who sells builders and homeowners. 
Kitchen salesmen get a draw plus a 
sliding commission scale. The three 
model kitchens with custom light fix- 
tures, courtesy of a cooperating con- 
tractor, comprise one of the most 
attractive areas of the store with appro- 
priate breakfast bar chairs and ac- 
cessories. All-wood cabinets are of- 
fered in three price ranges—Kitchen 
Compact and two price ranges in I-XL. 
Tappan and Preway built-ins are 
featured. 

Les Moller, kitchen salesman, 
points out that a lot of new homes 
built since 1946 are in need of new 
kitchens and kitchen sales will be 
stepped up this year. 

Component buildings. To serve the 
big market for an all-purpose build- 
ing, Fish Building Supply has devel- 
oped what it calls a “Handy-Dandy 
Truss Building.” It has a 40’ clear 
span with 10’ sidewalls. The 40’ x 
100’ building is available for $2,800 
or 70¢ per square foot including side- 
walls, roof materials, trusses, a 12’ x 
12’ overhead door and a _ passage 
door. 

This building is held ideal for use 
as a utility farm building, airport 
hangar, garage or cottage with balcony. 

In addition, Fish will offer a sec- 
tionalized solid cedar cabin (16’ x 
24’) for $1,495 with wood floor and 
Gang-Nail trusses. This will be pro- 
moted as the “Handy-Dandy Building 
Package.” 

Store merchandising. While the 
store displays a diversified line of 
building products with emphasis on 
extensive hardware and _ specialty 
lines, Fish has turned over his paint 
department to a manufacturer on a 
lease basis plus a percentage on sales. 
The manufacturer furnishes the sales- 
man for this department. 

Fish expects to expand his lines in- 
to plumbing and electrical supplies 
within the next year. 

Materials handling. One reason for 
the relocation move was the need for 

(continued on page 55) 
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Paneling illustrated is Bruce-PlyWelsh Moss Pine, one of 30 species or grades available 


PlyWelsh exclusive! The warm, natural beauty of wood 
enhanced by the patented Bruce finish 


Infra-red baking and pressure impregnation give Bruce-PlyWelsh Paneling a finish that resists scratches 
and attracts customers. Professional installers and weekend carpenters both appreciate this extra-durable 


finish, a PlyWelsh exclusive, because it practically eliminates the danger of damage during installation. 
Write for complete information or contact your Bruce-PlyWelsh distributor. 


Bruce -P lyWelsh g ) PREFINISHED 
HARDWOOD PANELING 


E. L. Bruce PlyWelsh Co., 1768 Thomas St., Memphis 1, Tenn. 
Circle No. 22 on Handy Cover Card 
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\ “We've built a new 


WEST COAST 
LUMBER” 


Says GORDON QUINN 
KENT, WASHINGTON 


WEST COAST LUMBER 


WEST COAST DOUGLAS FIR 
WEST COAST HEMLOCK 
WESTERN RED CEDAR 
SITKA SPRUCE 

WHITE FIR 





FREE 
SELLING 
FACTS 


For all types of custo- 
mers .. . contains 
span tables. 


Circle No. 23 on Handy Cover Card 


“Utility grade produces a profitable volume for us and gives us 
a range of prices to meet the needs of our cost-conscious custo- 
mers. builders, do-it-yourselfers and farmers. We have recom- 
mended Utility grade West Coast Lumber to our customers and 
they have come back requesting it. This is repeat business that 
reduces our sales cost. Utility grade enables the retail lumber- 
man and the builder to make a realistic profit. It’s a way to save 
and make money at the same time,” Manager Quinn concludes. 
Sell Utility Grade West Coast Lumber ...it meets the home 
building requirements for joists, studding, rafters, sheathing, 
roof decking and sub floors*. It’s an economical recommendation 
that builds quality homes, commercial and farm buildings... and 
repeat business. 
*When used in accordance with FHA Minimum Property Standards for One or Two Living 
Units, FHA Bulletin No. 300. 


Order your supply of FREE Utility books...Write Dept.106 
WEST COAST LUMBERMEN'S ASSOCIATION 
1410 S.W. Morrison Street, Portland 5, Oregon 
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PACKAGED BUILDINGS sold by Fish include cabins, farm buildings, garages and 
shell houses. ‘‘Handy-Dandy”’ truss structure, above, also a cabin and garage, are 
displayed at the store site. Truss building, with suspended car to prove truss and wall 
strength, created a lot of interest during three-day open house celebration. 
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more space to handle materials more 
efficiently for a better net profit. Fish 
uses three lift trucks of 4, 8 and 12 
thousand pounds capacity; also three 
smaller electrically-operated lifts for 
warehouse and store stocking. Fish’s 
next lift will have an end-loader. 

Paul Lindau, manager of the com- 
ponent operation, has built 4’x4’ pal- 
lets which vary in height and platform 
width for window frames and trim. 
Millwork is unloaded direct from 
trucks to pallets, then into inventory 
or to the shop without rehandling. 

Returned materials from job sites 
are first loaded onto a_ rubber-tired 
cart which is hooked onto a lift for 
distribution to appropriate warehouses 
and sheds when a load is accumulated. 
This idea has proved a good time- 
saver. 

How they started. Elmer L. Fish 
operated a small grocery chain around 
Whitewater, Wis. until the big super- 
marts closed in. He retired and started 
appraising property for bank loans for 
returning GI’s. Outrageous prices be- 
ing asked for property led Fish to help 
GI’s build their own homes by se- 
curing lumber through contacts es: 
tablished by his son, Roger, in Mon- 
tana and later opening a two-man 
yard in Whitewater himself. 

Manufacturers’ salesmen told him 
that Middleton, just outside Madison, 
should make a good site for a new 
yard. Roger Fish gave up his forester’s 
job in Montana to open the new yard 
in the spring of 1953. Elmer Fish keeps 


an eye on the operation and _ his 
presence is felt about six months of 
the year until he retires to a warmer 
climate in the winter. 

When the building operations on 
the new site are completed this fall, 
the various buildings will include: store 
and display room of 4,480 sq. ft., 
with a connecting merchandising ware- 
house 80’x200’; truss plant 100’x 
200’; finish lumber warehouse 75’x 
250’; millwork warehouse and shop 
110’x140’; pole building for dimen- 
sion storage 32’ x 200’; three open- 
end lun.dber sheds (40’x30’) for long 


DOOR-SIZING MACHINE developed by 
Fish employes is part of their prehung 
door operation, another materials and 
labor-savings move to cut builder costs 
by means of components. 
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dimension lumber. 

The grand opening of the new 
store and warehouses drew an es- 
timated 25,000. Separate open houses 
were held for architects, builders and 
their wives and the general public. 
The most popular feature was free 
helicopter rides as door prizes every 
hour, plus a Tappan range as a grand 
prize. 

Rain failed to dampen the en- 
thusiasm of architects, who were tak- 
en on a Cook’s tour of the ware- 
houses and yard in a school bus, with 
Paul Lindau explaining the operation 
circus-barker fashion with the aid of 
a microphone and loudspeaker. 

Symbol of Fish Building Supply, 
Inc., appropriately enough, is a fish, 
which can be seen flying from a pen- 
nant on top of the headquarters 
building; it appears in bold cutout 
relief on the side of the building 
and in promotion advertising. It is an 
Angelfish by species. The only trouble 
is that it seems awfully thin for a grow- 
ing organization that is assuming 
whale-like proportions. 


BMM Bible 


Roger L. Fish, president of Fish 
Building Supply, Inc., like most pro- 
gressive building materials merchants, 
is a careful reader of Building Ma- 
terials Merchandiser. 


He is constantly on the lookout for 
valuable ideas and products that can 
be put to work in his business to in- 
crease profits. Fish credits BMM in 
these words: 


“Your magazine has been a bible 
to me. I’ve picked up some real won- 
derful ideas from it.” 


GANG-NAIL CONNECTORS are used in 
truss plant (100’ x 200’) which includes 
jig for wall panel fabricaton. Four men 
work full-time, but extra shifts may be 
added to meet growing demand. 
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A Message from Your 


General Exposition Chairman 


ROBERT J. McCUTCHAN, Metzger Lumber Co., Lebanon, Ind. 


ee reat enthusiasm has been generated for the 
8th annual NRLDA _ building materials 
exposition this year. Chicago’s central location 

has strong appeal for exhibitors 

and dealers alike. 

Our show in San Francisco 

last year set a new record when 263 

building materials manufacturers 

and organizations servicing retail 

lumber dealers booked displays. 

This year about 25% more 

exhibit space has been reserved 

than ever before. 

We also have a new feature 

at this year’s exposition. There will 

be a closed-circuit television hookup between 
McCormick Place and Chicago’s leading hotels. 
Dealers can tune in to special NRLDA programs 

of news about the shows, interviews with industry 
leaders and general news of the day during morning 
and evening hours when the exhibit hall is closed. 
When the exposition center is open to visitors, 

the TV hookup will be used as a message center 

for both dealers and exhibitors. The American Gas Assn. 
joined with NRLDA to sponsor this feature. 

Roy G. Leitch, Jr., Grace-Harbor Lumber Co., 
Auburn Heights, Mich., is exposition dealer 
attendance chairman. Deyo W. Johnson, 

William H. Deyo & Co., Ellenville, N. Y. is exposition 
program chairman. He has announced eight special 
management clinics to show dealers specific ways 

to build volume and profits. All meetings will be held 
in McCormick Place.” 


McCutchan 


Registration 


Registration A ($15) admits badge-bearer to 
exhibit area at all times during the four-day exposition, 
in addition to all management meetings and action 
demonstrations. Ladies registration ($10) provides 
equal privileges, plus admission to ladies’ programs. 
Registration B ($5) allows admittance to exhibit area, 
meetings and demonstrations for one day only. 
Registration C ($2) permits viewing exhibits on one day 
only. Lodging arrangements from NRLDA Housing 
Bureau, 134 N. LaSalle St., Chicago 2. 


Turn page for Program of Events 
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PROGRAM OF EVENTS 


(All Events Will Be Held in McCormick Place Unless Otherwise Indicated ) 


8 a.m.—Kickoff Breakfast, Conrad Hilton Hotel Ballroom, $3.50 
SATURDAY 10 a.m.—Official Opening of Exposition in Exhibit Hall 
1 p.m.—*‘Living to the Point” (Employe Development), Assembly Hall 
What are the desires, abilities and interests of an employe? How do 
November 4 they relate to his efficiency and usefulness? How can desirable per: 
Exhibit Hours: sonal qualities and skills be utilized more effectively? 
ang . ace ; Jierce 2¥ eC ive nce »<ide 
10 a.m. te 5 p.m. Program Manager: Horace G. Pierce, executive vice president 
P Northeastern Lumbermens Assn., Rochester, N. Y. 
Chairman: William P. Beach, Lampson Lumber Co., New Haven, 
Conn. 
Participant: Dr. Kenneth McFarland, educational consultant, Gen- 
eral Motors Corp., Detroit. 





9 a.m.—Lu-Re-Co Component Construction Clinic, Assembly Hall, $5 
Time and cost studies of field cases show the latest in component 
SUNDAY construction techniques. A new program will be unveiled. 
Program Manager: Raymon H. Harrell, executive vice president, 
Lumber Dealers Research Council, Washington. 


November 5 i ; “— 
ons 1:30 p.m.—“‘An Old-Fashioned Sales Revival”, Banquet Room 
Exhibit Hours: High entertainment blended with factual demonstrations of effec- 
11 a.m. to 6 p.m. tive salesmanship. New twists in both orthodox and unorthodox ap- 
proaches. 
Program Manager: Philip O. Mork, executive secretary, Wisconsin 
Retail Lumbermens Assn., Milwaukee. 
Chairman: William F. Foley, Belleville Lumber & Supply Co., South 
Bend, Ind. 
Participants: Dr. Herbert True and Fred Klemp, national sales in- 
structors 
1:30 p.m.—Materials Handling Demonstration, in area northwest of exhibit hall 
Many work-saving machines, attachments and racks will be dem- 
onstrated and described, with a question-and-answer period follow- 
ing. 
Moderator: R. R. Dooley, U. S. Gypsum Co., Chicago 
Narrator: Herb Kent, U. S. Gypsum Co., Chicago 


3 p.m.—Ladies Fashion Show and Tea, V.I.P. Reception Room 


For the Ladies 





A program of sophisticated fun is planned for the ladies at this year’s NRLDA ex- 
position. It will be highlighted by a chat with Ann Landers, syndicated newspaper 
columnist, and a special guest appearance of Mrs. America. There will be a ladies 
fashion show and tea, and the Pantomime Band will play at the dinner dance in the 
grand ballroom of the Conrad Hilton hotel Monday evening. 


Columnist Ann Landers 


will star at noon Monday, 
Nov. 6 for the ladies. 
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8 a.m.—‘Getting Around the Cash-and-Carry Question”, Banquet Room 
MONDAY Case histories of successful c&c ventures explain operations. 
Every type of c&c business will be reviewed and evaluated. 
Program Manager: Robert L. Craft, executive secretary, Indiana 
Lumber & Builders Supply Assn., Indianapolis. 
November 6 Chairman: John C. Hilker, Jr., Chas. Hilker & Sons, Inc., Ft. 
Exhibit Hours: Wayne, Ind. 


10 a.m. to 5 p.m. 8 a.m.—‘Accounting & Costing of Materials Handling”, Room 12 

A technical program for managers that breaks down costs of mov- 

ing sheet materials and emphasizes hidden costs of inefficient oper- 

ations. 

Program Manager: Donald J. Moe, secretary-manager, Michigan 
Retail Lumber Dealers Assn., Lansing, Mich. 

Chairman: Wendell Scott, Progress Lumber Co., Redwood City, 
Calif. 

Participants: J. D. May, U. S. Gypsum Co., Chicago; John Dixon, 
National Gypsum Co., Buffalo; J. V. Wright, NRLDA, Wash- 
ington. 


8 a.m.—‘Should Dealers Buy or Manufacture Components?”, Assembly Hall 
Dealers who are successfully manufacturing components describe 
their operations. Questions-and-answers will follow. 

Program Manager: Donald Campbell, executive vice president, Ken- 
tucky Retail Lumber Dealers Assn., Lebanon, Ky. 

Chairman: Don Knecht, Building Materials Distributors, Rapid 
City, S. D. 

Participants: Don Wilson, Davidson’s Southport (Ind.) Lumber Co.; 
Jay DeForest Venter, DeForest & Hotchkiss Lumber Co., New 
Haven, Conn.; Richard J. Dye, Standard Lumber Co. of Ham- 
mond (Ind.); and James L. Weber, South Cumberland (MD.) 
Planing Mill Co. 

12:15 p.m.—Ladies Entertainment Program, V.I.P. Room 

1 p.m.—‘Profit Parade,’ Assembly Hall 
A dramatic approach to the vast remodeling market and its pro- 
jected growth. 

Program Manager: E. F. Walsh, NRLDA intra-industry relations 
director, Washington. 
Chairman: Pau! R. Ely, Ely-Hoppe Lumber Co., North Platte, Neb. 


6 p.m.—Reception, Conrad Hilton ballroom. 


7 p.m.—Dinner Dance, Conrad Hilton ballroom, $12. 


8 a.m.—‘Shell Homes . . . America’s Fastest Expanding Market”, Assembly 


TUESDAY we 
Explains how to take command of the rapidly expanding shell home 
market. The presentation will be in a series of phases of this subject. 

November 7 Program Manager: G. Kenneth Milliken, executive vice president, 
. Southwestern Lumbermens Assn., Kansas City, Mo. 
Exhibit Hours: Pha : ata 
10 4 Chairman: John P. Hammerschmidt, Hammerschmidt Lumber Co., 
a.m. fo © p.m. Harrison, Ark. 
Moderator: Ralph Hurwitz, Barker-Lubin Co., Springfield, Ill., with 
panel 
8 a.m.—‘Materials Movement for Small Volume Dealers”, Room 12 
Listen to records of questions-and-answers about materials han- 
dling and see a display depicting materials handling problems. 
Program Manager: Ross G. Kincaid, executive vice president, West- 
ern Retail Lumbermens Assn., Seattle. 
Chairman: B. J. Stahiman, Stahlman Lumber Co., Houston. 


4 p.m.—Official Closing of Exposition in Exhibit Hall 


WEDNESDAY 


Nevember & Post-Exposition Field Trip to E-G Home Center, Downers Grove; 

9 am. Moser Lumber Co., Naperville; and Edward Hines Lumber Co., 
to St. Charles. 

3 p.m. 
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TUESDAY 


Laramie 
(stagring 


J ) 


Pittsburgh Paints backs its 


Three of TV’s outstanding shows are going 
to help you sell more Pittsburgh Paints 
starting this fall! 


These three star features will be working 
for you—reaching practically everyone liv- 
ing anywhere near your store with con- 
vincing proof-of-quality commercials that 


really sell Pittsburgh Paints—and other 
high-profit items you carry, too. 


Like money? Then, if you’re not already a 
Pittsburgh Paint dealer, mail the coupon 
at right and get in on all the extra sales 
and profits this big, nationwide Pittsburgh 
Paints TV drive can win for you! 


. PittspurGH Paints 


PAINTS *« GLASS « CHEMICALS + BRUSHES + PLASTICS + FIBER GLASS 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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VEDNESDI FRIDAY 
David 
Brintley’s 


dealers with three star 
atures on national TY! 


ee ee ee EE Se OS a a ae a Se OR 


Pittsburgh Plate Glass Company 
Paint Division, Dept. BM-101, Pittsburgh 22, Pa. 


I know a good thing when I see it, so naturally want to 


get in on Pittsburgh’s big network TV drive. Please 


BANDWAGON * sees 


j 
e 
i 
3 
; 
Become a PITTSBURGH Paint ' NAME 
13 
L 








dealer and get real ADDRESS 
advertising support! 


| nk STATE 





“if bE EE EE EEO OL OE 
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Bus Schedule 
Buses will run from the Palmer House, Pick- 
4 a Congress, Sheraton-Blackstone and Conrad Hilton 


: hotels on a 3-5 minute schedule during morning and 


evening rush hours each day of the exposition. At all 
[_ 
z 
eK i 


other times buses will run continuously between the 
ws | HEADLINERS 


hotels and the lower level tunnel of McCormick Place 
carer ovae | 


on a 10-15 minute schedule. Fare is 5Q¢ a person 


each way. 
Pick-Co i 
_ K-congreagl eae Michigan 
| c= r= 
Sheraton- Blac kstone 
BALBO Ave 
Conrad Hilton 


. 


OvUTER ORive 








Dr. Kenneth Mc- B. J. Stahiman 

Farland speaks at heads Materials 

Employe Develop» Movement for 

ment meeting. small dealers clin- 
ic. 


@rm™ sr. 





SvTER ORive 


























McCORMICK PLACE 
wen ILILIL 


CHICAGO'S LOOP, showing relationship of official hotels to Mc- 

Cormick Place. They are Sherman, LaSalle, Morrison, Palmer House, 

Pick-Congress, Sheraton-Blackstone and Conrad Hilton. Buses leave FRED KLEMP works with .. . 
from the last four named for continuous trips to hall. TRUE on sales revival. 














ee | 
; V 
PROGRAM MANAGERS for the 8th mad NRLDA building executive vice president, Northeastern Retail Lumbermens 
materials exposition are, left to right: Deyo W. Johnson, Assn.; Donald A. Campbell, executive vice president, Ken- 
William H. Deyo & Co., Ellenville, N. Y., overall program chair- tucky Retail Lumber Dealers Assn.; G. Kenneth Milliken, ex- 
man; Ross G. Kincaid, executive vice president, Western Re- ecutive vice president, Southwestern Lumbermens Assn.; Philip 
tail Lumbermens Assn.; Donald J. Moe, secretary-manager, O. Mork, executive secretary, Wisconsin Retail Lumbermens 


Michigan Retail Lumber Dealers Assn.; E. F. ‘‘Al’’ Walsh, Assn.; and Robert L. Craft, executive secretary, Indiana Lum- 
NRLDA intra-industry relations director; Horace G. Pierce, ber & Builders Supply Assn. 
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“LAST YEAR 
WE BUILT 
40 THOUSAND 
TRUSSES 


EXCLUSIVELY 
WITH QUALITY 
SOUTHERN 
PINE” 


A. ROBERT SOEHNER, 
President & General Manager 
Truss Manufacturing Company, Inc. 
Indianapolis, Indiana 


“Here's why: 
% Southern Pine needs no special grading; the No. 2 
grade meets all of the FHA stress requirements for trusses. 


a oh gs * % Southern Pine tops all other species in bending, 
Southern Pine is truly an all-purpose building material. tension and other strength properties, and has superior 


Whether for conventional framing or for components, nail-holding power. 
the same high quality and performance are yours % Grade-Marked Southern Pine, from the mills of the 


when you specify Quality Southern Pine produced SPA, provides the quality | need, and is quickly obtainable 
by SPA mills. in carload or truckload lots. 


Write today for these free bulletins: 
SOUTHERN PINE ASSOCIATION 


P. O. BOX 1170, NEW ORLEANS 4, LA. 

Please send the following technical bulletins: 
: 0 Stress Grade Guide © SPA Buyers Guide 

0 How to Specify Quality Southern Pine 


It’s ary... pre-shrunk. . from the mills 0 ee 
of Southern Pine Association. 


NAME 





FIRM NAME 
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GO TO CHICAGO 
NOVEMBER 4-7, 1961 


STO 


Bth ANNUAL NRLDA 
BUILDING MATERHDLS 


THE DEKALB eS 


“JACK 2d RABBIT” 
TRUSS & MATERIALS HANDLING TRAILER 


® See the Jack Rabbit in operation at the materials 


handling demonstration. 
® Watch truss loads being loaded and unloaded. 


®@ Inspect it closer at Booth 831 and get first hand 
information on how it will save you money in 


your truss delivery. 


and the DEKALB LUMBERJACK and 
LUMBERJACK SR. 


On display in Ford Booth 
928, view the new DeKalb 
Lumberjack mounted on a 
1962 Ford chassis. Find 
out how “jag load” prob- 
lems are solved by using 
the “Open Well” Lumber- 


jack. 


COMMERCIAL BODY CORPORATION 
233 W. GARDEN ST. © DEKALB, ILL. 
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Special Features 


ARTIST’S CONCEPTION of U.S. Gypsum Company's Yard 
Planning Center, a main feature of the NRLDA show. 


Materials Handling 


A comprehensive materials handling demonstration in 
a large area adjacent to McCormick Place will be featured 
at the NRLDA show Sunday afternoon, Nov. 5 from 1:30 
to 3. R. R. Dooley, U. S. Gypsum Co., will moderate the 
event and Herb Kent, USG, will narrate. James V. Wright, 
NRLDA materials handling director, will be in charge. 

A parade of work-saving materials handling equipment 
will pass before visiting dealers and each will be explained 
briefly. 

After dealers look over new equipment, outstanding 
features will be displayed in demonstrations. Lumber and 
building materials will be unloaded and handled by mod- 
ern procedures. This will be followed by order-picking, 
loading and delivery demonstrations. 

A question-and-answer period will conclude the show, 
with dealers and the NRLDA materials handling committee 
clarifying various points. 


Finance Center 


One of the most important idea centers at this year’s ex- 
position will be the 20-minute dramatic presentation “Facts 
on Financing.” This continuous show, jointly sponsored by 
NRLDA and American Home magazine, tells you how to 
increase your home improvement business. 


Kitchen Center 


A Kitchen Ideas Center, jointly sponsored by NRLDA 
and Parents’ magazine, will feature ideas for homes of 
families with children. Free direct mail pieces enabling you 
to help customers finance remodeling projects will be avail- 
able if you sign up for the magazine’s Spring-1962 tie-in 
promotion for listing as “Local Headquarters for Kitchen 
Remodeling.” 


Lu-Re-Co Clinic 

A special Lu-Re-Co clinic by Raymon H. Harrell, ex- 
ecutive vice president, Lumber Dealers Research Council 
will show the latest component construction techniques and 
many newly-developed structural elements from 9 to 11 
Sunday morning, Nov. 5. Time and cost studies will be 
presented to show actual field cases, comparing different 
types of construction to help dealers determine the method 
of utilization which will lower the cost of housing. A doc- 
umented new manufacturing program will be discussed 
according to market area. 
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Hat Velcgme sou ROFITS 


rom music 


by Gi ; 


Whether you expect to turn out 50, or more than 5,000 
trusses a week; that welcome sound of pre-fabbing 
profits will reach you earlier, louder and clearer... 
with Gang-Nail equipment. 


Trusses, wall panels and other fabricated components 
are produced better, cheaper, stronger and faster. 
And Gang-Nails’ system performs jobs other methods 
can’t handle! 


Production of as high as 3 trusses a minute means 
huge manpower savings...and each truss is per- 
fect, tight and true. Hips are readily made with 
Gang-Nails’ system. 


A Building Supply business may soon be obsolete 
without fabricated components! Get the easy-to-start 
FACTS from Gang-Nails today! 


Sot a at ad ad a 


CONNECTORS 


\ 
\\ 


\\ \Wike 


GANG-NAIL FABRICATOR LICENSES ARE AVAILABLE 
IN MANY STATES, INCLUDING A FEW METROPOLITAN 
AREAS. WRITE, WIRE OR PHONE US COLLECT TODAY 
FOR PERSONAL, PROMPT, COURTEOUS INFORMATION! 


Automated Building Components, Inc. 


(formerly Gang-Nail Sales Co., Inc.) 7525 N.W. 37th Ave. Miami, Florida 
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113 U. S. Steel Supply 
131 Snellstrom Lumber Co. 
135 Hyster Co. & M. H. 


Egpt. & Milwaukee 
Engine 

Signode Steel Strap- 
ping 

Tennessee Stove Works 
H. J. Scheirich Co. 
Amerock Corp. 
Johnson-Flaherty Inc. 
Timber Engineering 
Co. 

Wheeler Varnish 
Works 

Valley Craft Products 
Welsh Panel Co. 
International Truss 
Plate 

Remington Arms Co. 
Rust-Oleum Corp. 
American Steel & 
Wire 
Metalbestos, 
Wallace Co. 
Pruden Products Co. 
Lumber Mutuals 
American Collectors 
Assn. 

Hallinan Lumber Co. 
Cuckler Steel Span Co. 
Waltzinger Inc. 
Winton Lumber Sales 
Potlatch Forests 

Kerr Wire Products 
Edward Hines Lum- 
ber Co. 

Arrow Metal Products 
Interior Dept. Park 
Service 

Boro Wood Products 
Hydro-Air Engineering 
Gladden-Haas 


William 


LIST OF EXHIBITORS 


Booth 


Booth 


319 
320 


321 
323 
324 
325 
327 
330 
331 
332 
333 
334 
335 
336 


337 
343 
347 
351 
352 
355 
401 
403 
404 
406 


413 
419 
420 
421 


423 
424 
426 
430 


432 
433 


434 
435 


Wilhold Glues Inc. 
Protestant Church 
Bidgs. & Eqpt. 
Morgan Sign Machine 
Lloyd A. Fry Roofing 
I-XL_ Furniture Co. 
Jordan Industries 
Popular Mechanics 
Devoe & Raynolds 
J. W. Mortell Co. 
Building Supply News 
Clark Equipment Co. 
U.S. Plywood Corp. 
U.S. Gypsum Co. 
Transportation Equip- 
ment 

NuTone Inc. 

C. Hager & Sons 
Dexter Lock 

House & Garden 
Acme _ Steel-Products 
Bird & Son 

Flecto Co. 

Donner Mfg. Co. 

John Sterling Corp. 
NRLDA Information 
Desk 

Gang-Nail Sales Co. 
Lasco Industries 
Pacific Wood Products 
Insulite Div., M&O 
Paper 

Kentile Inc. 
Independent Nail & 
Packing Co. 

E. L. Bruce Co. 

E. L. Bruce Ply Welsh 
Co. 

Barclay Mfg. Co. 
Masonite & Marsh 
Wall Products 

Logan Co. 

Berry Door Corp. 


437 
438 
439 
440 
441 

444 
447 


450 
455 
500 
501 
502 
503 


504 
513 


515 
516 
519 
520 


National Cash Register 
Miratile Mfg. Co. 
Wilkenson Mfg. Co. 
Leslie Welding Co. 
Jencraft Mfg. Co. 
Hoffman Industries 
Samuel Stamping X 
Enameling Co. 
Spotnails Inc. 
Caradco Inc. 
Kennatrack Corp. 
Ceco Steel Products 
Barrett & Baxter Mfg. 
Douglas Fir Plywood 
Assn. 
Southern Pine Assn. 
Elliott Paint & Var- 
nish 
L. F. Garlinghouse Co. 
Tennessee Fabricating 
Magic Chef Inc. 
Monarch Marking Sys- 
tem 
Panel-Clip Co. 
Anchor Lock of Flori- 


da 
National Oak Flooring 
Mfrs. Assn. 
Panelboard Mfg. Co. 
Minnesota Paints 
Caloric Appliance 
Corp. 
Chevrolet 
Continental Can Co. 
Cohn-Hall-Marx Coa. 
Sanford Truss Inc. 
Rocbond Products 
Master Hung Door 
Eqpt. 
Bestwall Gypsum Co. 
Certain-teed Products 
Nu-Air Mfg. Co. 
Powernail Co. 


New Castle Products 
Encyclopedia __ Britan- 
nica 

American Screen 
Products 

American Door Co. 
Philip Carey Mfg. 
Yale & Towne Mfg. 
Co. 

Boise Cascade Corp. 
National Lock Co. 
Lifeguard Industries 
Twin Tilt Window 
Hardwick Stove Co. 
Ronel Corp. 

Popular Science 
Andersen Corp. 
Arvey Corp. 

Celotex Corp. 

Filon Plastics Corp. 
Miller Falls Co. 
National Trade Show 
Publctns. 

Kent Corp. 

Progress Mfg. Co. 
Libbey - Owens - Ford 
Glass Co. 

Long-Bell Div. Inter- 
national 

Easi-Bild Pattern 
Mutschler Bros. 
Armstrong Cork Co. 
Living for Young 
Homemakers 

Forest Products Dept.., 
MSU 

National Institute of 
Wood Kitchen Cab- 
inets 
Sherwin-Williams Co. 
Western Pine Assn. 
West Coast Lumber- 
mens Assn. 
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MATERIALS HANDLING. DEMONSTRATION 














SECOND FLOOR PLAN 


McCORMICK PLACE’S 36 million cu ft. of space covers 10 acres, is the equivalent of a 10-story building. The 40’ high exhibit 
area on the upper level of the 365’ x 1,180" structure contains 300,000 sq ft. A 5,000-seat theater dominates the south end of 
the exposition hall. 
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Booth 


733 
734 


735 
747 


748 
752 
755 
800 


801 
802 


803 
806 
824 
829 
831 


Weyerhaeuser Co. 
Union Pacific 
road 

Kaiser Aluminum 
American Airlines & 
NRLDA _ Transporta- 
tion Info. Desk 

Alsco Inc. 

Ruberoid Co. 

Texboro Cabinets 
Small Homes Council 
& Building Research 
Council, U of I 
Clary Corp. 

National - American 
Wholesale Lumber 
Assn. 

Acme Appliance Mfg. 
Hamilton Cabinet Co. 
Frigidaire 

Plywall Products Co. 
DeKalb Commercial 
Body 


Rail- 


h 
KitchenAid Div., Ho- 


bart Mfg. 
Johns-Manville 
Macklanburg-Duncan 
Goldblatt Tool Co. 
Taylor Garage Doors 
Inc. 

Power-Line Sales 
Azrock Div., Uvalde 
Rock Asphalt 
Terminal Industries 
Flintkote Co. 
Massey-Ferguson 
Zegers, Inc. 
International Harvester 
Biddle Purchasing Co. 
Desmond Bros. Paint 
Ford Motors 

Wood Conversion Co. 
Kwikset Sales 
Globemaster - U.S.A. 
Trewax Co. 


Multiplex Display 
Fixture 

Whitehall Cabinets 
Flightways Div. of 
Toolcraft 

National Gypsum Co. 
R.O.W. Windows 
Versa Products 

Barrett Div., Allied 
Chemical 

Local Trademarks 
Universal C.I.T. Credit 
Georgia-Pacific Corp. 
Q-System Inc. 

Allied Building Credits 
Jones Veneer & Ply- 
wood 
Asbestos-Cement Prod- 
ucts Assn. 
Canadian 
Trade 
American Gas 


Dept. of 


Assn. 


Booth 

1026 National Plan Service 

1027 Simpson Timber Co. 

1030 Building Materials 
Merchandiser 

1038 DeWalt Inc. 

1040 Lumber Dealers Re- 
search Council 

1044 Truss Prefab Inc. 

1046 Warp Bros. 

NRLDA Better Building 

Center—co-sponsored by 

House & Home 

NRLDA Facts on Financ- 

ing Center—co-sponsored by 

American Home 

NRLDA Kitchen Idea Cen- 

ter—co-sponsored by Par- 

ents’ magazine 

NRLDA Yard Planning Cen- 

ter—co-sponsored by U. S. 

Gypsum Co. 
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Designer-Builder: Cliff May Associates 
Owner: Cliff May 
Location: Sullivan Canyon, West Los Angeles, California 


Cliff May, leading 
designer-builder, 

gets quality construction 
at no extra cost with 


KEYMESH LATH 
and KEYCORNER 


“Houses with plaster walls and ceilings give owners greater 
value,” says Cliff May, internationally recognized for his bold 
imagination combined with practical use of materials. “Plaster is 
a quality feature that is most effective in my selling. I reinforce 
ceilings of large span with Keymesh over gypsum lath; corners 
with Keycorner. As evidence of my belief, I used this construc- 
tion in my own new home in Sullivan Canyon, California. 

“The result is probably the finest plaster job in the West. The 
reinforcement has been so outstanding that we do not have a 
crack in the entire house, although we have over 7,000 square 
feet of area and many experimental types of plastering, such as 
different textures and different aggregate compositions. 

“T use my home as a model home. Clients are quick to recog- 
nize the added, although hidden, value of Keymesh and Key- 
corner reinforcing. The thick, reinforced walls and substantial 


plaster construction are big selling features.” 


For more complete information on Keymesh and Keycorner lath, write 


aa): KEYSTONE STEEL & WIRE COMPANY 


Ce, “> PEORIA 7, ILLINOIS 


“a 


Keymesh® « Keycorner + Keywall « Keystrip » Keydeck » Welded Wire Fabric « Nails 


Photes by Maynard Parker. Reprinted through courtesy of Sunset Magazine. 





THE MASTER BEDROOM is a comfortable 
studio during the daytime. Acoustical, Key- 
mesh-reinforced plaster on ceiling adds soft 
beauty, assures quietness, 


THE KITCHEN serves as both a working and 
a social area. Keymesh-reinforced plaster on 
walls and ceilings dramatizes the livability 
of this room. 
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THE INDOOR-OUTDOOR appearance of the 
May home extends even to the dressing room. 
Here, Keycorner was applied in corners over 
Keymesh for added strength. 


So @t. 
\grseee a 


ed i 


~~ 





THE ROUGH-TEXTURED plaster ceiling is 


ideal for the boy’s bedroom. Keymesh and 


THE TEXTURED-PLASTER ceiling unites the indoors with the out- 
doors in the master suite living area (Below). Keymesh used over 
gypsum lath in this construction, 


F 


Keycorner are adding superior crack resist- 
ance to this construction. 








GUIDE-MAP TO IMPORTANT DEALER 
OPERATIONS IN CHICAGOLAND AREA 


(Numerals on map refer to dealer operations numbered below) 


[’ response to numerous requests for the names and addresses of 
outstanding dealers in the Chicagoland area, BUILDING MATERIALS 
MERCHANDISER has prepared this special guide-map. 

The directory below specifies the name and location of the dealer, type 
of operation and route directions. Point of departure in each case is 
Michigan Ave. and Congress St. Expressway, two blocks north of the 
Hilton Hotel. Routes plotted are the easiest, not necessarily the shortest, 


for a stranger to follow. 


A free copy of this guide-map will be mailed any dealer upon receipt 
of self-addressed stamped envelope. For free detailed map of Chicago- 
land area, call at Texaco Tour Center, 312 South Michigan Ave. 


WEST 


. *Edward Hines Home Center, St. Charles; new 18,000 sq. 


ft. retail showroom with lumber mart, remodeling dis- 
plays and contractor area. 

Directions: Congress St. Expressway to Mannheim Rd. 
Exit (also U. S. 12 and 45); north on Mannheim Rd. to 
North Ave. (Ill. 64); west on Ill. 64 to St. Charles. 


. Moser Lumber, Inc., 319 North Washington St., Naper- 


ville, Ill.; land development (Moser Highlands) 1,300 
homes. 

Directions: west on Congress St. Expressway to East- 
West Tollway; East-West Tollway to Naperville Rd.; 
Naperville Rd. south to Ogden Ave. (U. S. 34); west to 
Naperville. 


. Elgin (tl.) Lumber & Supply Co., Inc.: retail store, 


separate kitchen showroom, also branch cash-and-carry. 
Directions: Congress St. Expressway west to Northwest 
Expressway; Northwest Expressway to Northwest Toll- 
way; Northwest Tollway to Ill. 31; Ill. 31 south to Elgin. 


. Joseph Building Supplies, Inc., Lake St. & Mannheim Rd., 


Melrose Park; component operation. 
Directions: west on Congress St. Expressway to Mann- 
heim Rd.; Mannheim Rd. north to U. S. 20. 


SOUTH 


5. *LN.R. Beatty, Tinley Park 
. *LN.R. Beatty, Orland Park; both No. 5 and No. 6 are 


small-town yards within eight miles of each other. Both 
have new integrated showroom-warehouses. 

Directions: Congress St. Expressway west to Harlem 
Ave. Exit (42A); south on 42A to Tinley Park. To Or- 
land Park, north on 42A to U. S. 6; U. S. 6 west to 
U.S. 45; U. S. 45 north to Orland Park. 


. E-G Home Center, 1112 Ogden Ave., Downers Grove; 


23,000 sq. ft.; two-level shopping center branch. 

Directions: west on Congress St. Expressway to East- 
West Tollway; East-West Tollway to Highland Ave.; 
south on Highland Ave. to Ogden Ave.; turn right on 
Ogden Ave. and continue one block to Downers Market 
Shopping Center. 


. Kitchen Fashions, 7029 Indianapolis Blvd., Hammond, 


Ind.; branch store exclusively for kitchen sales. 

Directions: Michigan Ave. South to Chicago Skyway; 
Chicago Skyway to Indiana Toll Road; Indiana Toll Rd. 
to U: S. 41; U. S. 41 to Indiana Boulevard. 


. *Welsch Lumber Co., Mokena, IIl., small cash-and- 


10. 


carry operation. 

Directions: west on Congress St. Expressway to Mann- 
heim Rd. Exit (U. S. 45); south on U. S. 45 to Ill. 7; 
Ill. 7 south to Wolf Rd.; Wolf Rd. to Mokena. 

Wickes, Plainfield, Ill., big cash-and-carry operation. 
Directions: west on Congress St. Expressway to Tri- 


*Showrooms, warehouses and yard layouts designed by James N. 
Lindenberger & Associates, 116 South Michigan Ave., Chicago 3, 


IIL, 


architectural consultants to BUILDING MATERIALS ER- 


CHANDISER. 
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State Tollway; Tri-State Tollway south to U. S. 66; U. S. 
66 to Ill. 126; Ill. 126 into Plainfield. 


. Mathieu Building Center, 14300 Western Ave., Blue Is- 


land, IIl., retail store active in remodeling. 

Directions: Outer Drive (U. S. 41) south to 57th St. 
(Jackson Park & Museum of Science & Industry); 57th 
St. west to Cornell Dr. (U. S. Alt. 30); U. S. Alt. 30 
south to 115th St.; 115th St. west to Ashland Ave.; 
Ashland Ave. south to 127th St.; west on 127th St. to 
Western Ave. and south on Western. 


. Bader Building Material Corp., 5185 Broadway, Gary, Ind. 


new showroom, kitchen department, contractor sales area. 
Directions: Michigan Ave. south to Chicago Skyway; 
(Interstate 94); Chicago Skyway to Indiana Toll Rd.; 
Indiana Toll Rd. to Gary West Exit; Buchanan St. south 
to Sth Ave.; Sth Ave. east to Broadway and south on 
Broadway to 5185. 


. Gee Supermart, Sauk Trail, Route 54, Richton Park, 


Ill.; supermart operation. 
Directions: south on Outer Drive to 57th St. (Museum of 
Science & Industry & Jackson Pk); 57th St. west to Cornell 
Drive: Cornell Drive south to U. S. Alt. 30; U. S. Alt. 
30 south to U. S. 30; U. S. 30 west to U. S. 54; U. S. 54 
south to Richton Park. 


. *Standard Building Center, St. John, Ind.; new store with 


cash-and-carry options and emphasis on remodeling sales. 
(3,200 sq. ft.) 

Directions: south on Michigan Ave. to Chicago Skyway 
(Interstate 94): Chicago Skyway to Indiana Toll Rd.; 
Indiana Toll Rd. to U. S. 41; U. S. 41 south to St. 


John. 
CHICAGO CITY LIMITS 


. Gees’, 2600 West 79th St., supermart operation, big re- 


modeling volume. 
Directions: south on State St. to 79th St.; west on 
79th St. (2400 is Western Ave.) to 2600. 


. “Shannon Lumber Co., 4540 West Belmont Ave., Chi- 


cago; new lumber mart, also emphasis on remodeling 
sales. 

Directions: Congress St. Expressway west to Northwest Ex- 
pressway; Northwest Expressway to Belmont Ave.; Bel- 
mont Ave. west to 4540. 


. *Best Built Homes of Illinois, 4400 North Ave., Chicago; 


no retail store, building material displays and model 
rooms. remodeling and new home sales. 

Directions: Congress St. Expressway to Northwest Ex- 
pressway: Northwest Expressway to North Ave.: North 


Ave. west to 4400. 
NORTH 


. Trendway, Inc., subsidiary, Rosenthal Lumber Co., Crys- 


tal Lake, Ill.; component plant—Craftbuilt System. 
Directions: west on Congress St. Expressway to North- 
west Expressway; Northwest Expressway to Northwest 
Tollway; Northwest Tollway to Ill. 53; Ill. 53 north to 
U.S. 14; U.S. 14 west to Crystal Lake. 
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DEALER SALESMAN EARL HARP of Clifton Supply & Lumber, Louisville, shows customer 
of seven newly constructed sales offices designed as a ‘‘showroom”’. 
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PACKAGED CEILINGS: 


Newest Control Sale by Dealers 


Two dealers who are capitalizing on the ‘‘installed ceilings'’ potential, 


report these tips: 


© Both advertise a low packaged price covering all tile and installation 


materials, plus labor. 


* Both firms follow up promptly with appointment in customer's home 
or in showroom. 
* Both firms’ salesmen carry samples of complete ceiling line on each 





(See Page 5) 


appointment, attempt to trade up to higher margin acoustical ceiling. 


ATHIEU BUILDING CENTER 

in Blue Island, Ill. and Clifton 
Supply & Lumber Co., Louisville, Ky. 
represent two distinctly different types 
of retail operations. Mathieu has 
catered almost exclusively to the con- 
sumer market throughout its 31 years 
existence, whereas Clifton’s business 
is divided between consumer and 
contractor sales, with the latter ac- 
counting for roughly 70% of total 
dollar volume. 

Yet, despite the difference in their 
operation, these firms—along with a 
number of other dealers across the 
country—have been successful in de- 
veloping a profitable specialty busi- 
ness in installed ceilings. 

Clifton’s general manager, Bill Bar- 
nett, feels that the installed ceilings 
market is virtually untapped. 

“No one else in Louisville was go- 
ing after this business. It’s now be- 
come an important and regular part 
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” 


of our consumer operation,” Barnett 
said. 

Ed Mathieu, president and owner of 
the Blue Island Lumber Co., said that 
ceilings sales are springboards to all 
types of home remodeling. 

“An installed ceiling sale—unlike a 
complete remodeling job—involves 
little, if any, technical knowledge. In 
time, it becomes practically standard- 
ized with respect to pricing, estimating, 
etc. The installation work is fast, rela- 
tively easy, and makes our installation 
crew look good on the job. This moves 
a lot of ceiling customers to return to 
us for estimates on other remodeling 
projects,” he said. 

Tile sales spurt. Mathieu Building 
Center launched its installed ceilings 
program last December in an effort 
to stimulate slumping sales during a 
period of economic recession in the 
area. Two direct mailers, with self- 
addressed reply cards attached, were 
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issued three weeks apart to a selected 
list of 45,000 homeowners in and 
around Blue Island. This was backed 
up with a series of newspaper ads in 
the Chicago Tribune Neighborhood 
Section and several local papers, ad- 
vertising a packaged price on a 12’ 
x 15’ acoustical tile ceiling, com- 
pletely “installed in hours”. Billboards 
were also placed around the area to 
promote the new service. 

Shortly after the first of the year, 
ceiling inquiries picked up by 50%, 
but other requests started coming in 
for totally unrelated products. 

Mathieu had to use 10 part-time 
salesmen—plus his regular full-time 
sales staff—to keep up with the leads. 
By mid-April, the company had rung 
up more than $25,000 business in in- 
stalled ceilings, with a good margin of 
profit on each sale. 

“One customer, for example, not 

(continued on page 74) 








CONSTRUCTION AUTOMATION 


will pay your way to the NRLDA Exposition—and then some 


Construction Automation, Clary’s carefully developed automatic component 
fabricating equipment, will be represented at the NRLDA Convention by the 
all new Component Cutter. 


The Component Cutter pitch and length dimensions trusses, studs, door bucks, 
window bucks, common rafters, joists, wind bracing, and all other dimension 
parts in the bone structure of a house. 


Here’s how the principles of Construction Automation, built into the Com 
ponent Cutter, will pay your way to the Exposition and then some 


Cost Principle: Paying for and amortizing the Component Cutter on a daily 
cost basis, on Clary’s 3-year financing plan, with 21 working days per month, 
figures about $12.00 per day. 

Production Principle: One or two unskilled operators can cut the entire bone 
structure for 2 average size homes in one 8-hour day. 

Profit: (The margin between the cost of raw stock and your selling price of 
the pre-cut bone structure in 2 average size houses) — ($12.00, plus the labor 
of 1 or 2 unskilled operators) =profit per day. 

Yes, Construction Automation will pay your way to the Exposition ... and 
then some... for many years to come. 


See the all new Component Cutter in Booth 801! Or, write Clary Corporation, 
Construction Automation Division, P. O. Box 562, Ft. Worth, Texas. 


another step toward COMPLETE CONSTRUCTION AUTOMATION 


CLARY CORPORATION “First name in Construction Automation’ 
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Packaged Ceilings 
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only gave us the ceilings business, but 
a $6,600 order as well—for a new 
kitchen, garage, fence and rear entry 
to his house. This was the type of 
thing that convinced us we _ should 
make installed ceilings a permanent 
part of our operation,” Ed Mathieu 
said. 

Like Mathieu, Clifton also noticed 
an increase in the sale of other re- 
modeling products during the  in- 
stalled ceiling promotion. About one 
in every five ceiling customers pur- 
chased paneling, flooring or some oth- 
er product along with the new ceiling. 
Strangely enough, the company’s ceil- 
ing advertising even attracted people 
who weren't in the market for a 
ceiling, but wanted information on 
storm doors, roofing, insulation, etc. 

Sub-contract labor. The actual ceil- 
ing installation work for both firms 
is handled by independent carpenter 
contractors. Clifton does this in order 
to avoid competition with its own 


contractor customers. 

Mathieu, on the other hand, main- 
tains a small crew of its own, but 
prefers to use it for servicing and 
other jobs which can’t be handled 
just as economically by outside con- 
tractors. 

Both Ed Mathieu and Bill Barnett 
emphasize the importance of installers 
being neat, capable, courteous, reli- 
able—and, above all, enthusiastic 
about the opportunity in installed ceil- 
ings. 

A number of streamlined installa- 
tion techniques suggested by Arm- 
strong Cork Co., which prompted the 
dealers to push the ceilings business, 
helped cut the time required on each 
ceiling installation. 

Trend. Other dealers across the 
country are using basically the same 
approach in developing installed ceil- 
ings sales as Mathieu and Clifton. 
Here are the results of just a few: 

—Southern Lumber & Hardware 
Co., New Orleans, averages about 
1,200’ of ceiling tile a week on an 
installed basis. All jobs are sub- 
contracted. 

—Sweezey 


Lumber Co., Malden, 


Mass., launched its ceiling installation 
service last February with a series of 
ads in the Boston papers and on radio. 
Nearly 100 bona fide leads resulted, 
with 33 jobs actually installed. Fifty 
percent of these were “traded-up” 
from white tile to higher margin 
acoustical or decorator tile. 

—As a result of just one direct 
mail promotion in January, Spelts 
Lumber Co., Kearney, Neb. averaged 
two installed ceilings sales a week 
throughout the entire spring season. 
Kearney (population 14,000) has 
three other lumber dealers competing 
with Spelts for ceilings sales. 

—In Battle Creek, Mich., Calhoun 
Lumber Co. installed almost 1,000’ 
of ceiling tile a month in the first five 
months of its installed ceilings pro- 
motion. About 67% of this was high 
profit acoustical material. 

—With no advertising or direct 
mail promotion whatsoever, Poole 
Lumber Co., Pontiac, Mich. managed 
to sell eight installed ceilings during 
the first two weeks of its program. 
Some of these jobs came as a result of 
customer referrals. Average square 
footage per job: 220’. 


IMPOSING 45’ LONG CEILINGS DISPLAY at Mathieu Building Center has installed prices 
quoted for each material in the line. Mathieu's is located in Blue Island, Ill. 





Get set for bigger-than-ever sales volume throughout the Christmas 
season with this holiday promotion package. The program, which 
promotes the sale of Styrofoam, features a free folder describing 
how to make holiday decorations out of Styrofoam expanded 
FR F F polystyrene. Set up a display of Styrofoam and these folders in the 
do-it-yourself power tool and home workshop equipment area, and 
you'll draw feminine holiday traffic to your gift department! 


DOW CHRISTMAS PROMOTION It’s a “natural” for housewives. They want to 


find a source for Styrofoam to make Christmas decorations and 

Pe holiday accessories. And the free folder tells them how to cut, glue, 

helps build your nail and finish Styrofoam expanded polystyrene, plus simple, 
easy-to-do suggestions and designs for this versatile material. 

When housewives come in for Styrofoam and the decorations folder, 


store traffic — you'll have a chance to sell them gift items for their husbands. 


The promotion package contains everything you need—ad mats to 

give you effective newspaper coverage . . . a window banner for 

k l your store, and envelope stuffers that describe the giveaway folder 
er ee of and identify you as the source for Styrofoam. Put this package 


STYROFOAM? to work for you now. Call your local Dow Building Products 


Representative for it today! 


and draws customers to your 
Christmas gift department! 





Styrofoam, a registered trademark of The Dow Chemical Company, is applied 
only to the homogeneous expanded polystyrene made according to an exclusive 
Dow process. Styrofoam is available only from Dow and its authorized 
representatives. 


THE DOW CHEMICAL COMPANY Midland, Michigan 
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HOME FALLOUT SHELTERS 


« Low-cost units can be prebuilt in dealer 
shops or assembled at job site for pro- 
tection against radiation. 

¢ Some dealers will become sales agents 
for prefabricated units. 


ITH WAR CLOUDS hanging 

over troubled spots around the 
world, many persons have come to 
realize the need for nuclear blast fall- 
out shelters. Civil defense officials re- 
port that since the Berlin crisis there 
has been a surge of inquiries about 
protection against fallout. 

Many lumber and building materi- 
als dealers have begun to offer plans 
and materials for family shelters. The 
Douglas Fir Plywood Assn. has de- 
veloped for dealer sales a series of 
practical fallout shelters, economical 


enough to appeal to the mass market. 
Federal authorities cooperated with 
DFPA in developing plans. 

Protection. Best home protection 
against nuclear fallout, say govern- 
ment experts, is an underground 
shelter insulated on top with at least 
3’ of earth or sand or 2’ of concrete. 
Civil defense officials say the best 
bet is a combination of earth and con- 
crete because such material reduces 
effects of radiation. 

Keeping that in mind, DFPA has 
developed shelters that can be built 


underground, in basements or above 
ground to meet civil defense re- 
quirements. A booklet outlining neces- 
sary preparation of a shelter, along 
with descriptions of the three DFPA 
designs, is available to anyone, includ- 
ing complete working drawing for 
each shelter. Single copies are free 

from DFPA, Tacoma 2, Wash. 
Underground shelter. The most ad- 
vanced DFPA fallout shelter struc- 
turally is the underground unit built 
after completion of tests of erection 
(continued on page 80) 


TWO TYPES OF FALLOUT SHELTERS are now available from Hechinger's in metro- 
politan Washington, D. C. Peter Payne, manager of the Rockville, Md. store is 
examining a folder describing the fiberglass shelter, right, with co-inventor Edward 
Jacobsen. This shelter, topped by 9” of concrete, accommodates six people and 
sells for $2,395 installed, with FHA terms up to five years. The do-it-yourself base- 
ment shelter, left, costs $219 for materials only or $329 with blower and intake 
pipe. Although the display is built with cinder block, the material used in the actual 
shelter is concrete block, as required by Civil Defense. 


cog 


ai 


LUMBER 
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PANELIZED SECTION of an underground fallout shelter de- SHELTER GOES into excavation. Earth is then bockfilled 


veloped by the Douglas Fir Plywood Assn. is assembled for around sides and 3’ of earth loaded on top. This shelter is 
the 6-person unit. Panels are fabricated in the shop, as- said to resist the blast of a 20-megaton bomb, according to 
sembled at job site. Douglas Fir Plywood Assn. 


How to Get Official 
Shelter Approval LIVING AREA OF DFPA underground shelter 
Any licensed architect or struc- has bed and shelving and portable cooking 
tural engineer may design a radi- facilities. Ventilating equipment, which can be 
ation fallout shelter and submit operated electrically or by hand, is under shelf 
plans to: Director, Office of Shelter in far corner 
Design & Construction, Office of : 
Civil & Defense Mobilization, Bat- 
tle Creek, Mich. Although OCDM 
does not endorse such designs, it 
examines them, and if approved, 
certifies they meet the agency’s re- 
quirements. 


SHELTER HATCH and one of two ventilating 
pipes appear above-ground after installation. 
A ladder leads to an entryway shielded from 
the living area by a sand-filled baffle wall. 
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Honeytone cherry 


manufacturer of quality panel products for building and industry. 


f Masonite Corporation ® 
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A finish 


to please every customer 
in this wide selection 
of Royalcote panels 


You know customers! Wall paneling must 
fit perfectly with Contemporary, Provincial or 
Early American styling. What’s the answer? 


Let your customers make their selection 
from the wide variety of high fidelity finishes 
in the Royalcote line. Different color tones, 
beautiful walnut and cherry grains on tough 
Masonite hardboard...there’s a finish 

just right for any styling. 


And the style lasts. Beautiful Royalcote panels 
have a protected factory finish that lasts a 

a house time. No checks, cracks or soft spots. 
Built-in dent and soil resistance. Yes, these 
are selling points that really go to work for you. 


It’s easy to close the sale when you 

offer the full selection of genuine Masonite 
Royalcote panels! Your Masonite sales 
representative has samples, facts, 

literature for you. Or write Masonite Corp., 
Dept. BMM-10, Box 777, Chicago 90, III. 


























National ads like this in Better 
Homes & Gardens, American 
Home and Sunset tell millions 
of your prospects to get 
Royalcote panels for remodel- 
ing at their lumber or building 
materials dealer. 
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NEW McCORMICK PLACE EXHIBIT HALL 
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Shows the way! 
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Misty Walnut 





Antique Walnut 


Rosé Walnut 





Champagne Walnut 


Always look for this trade-mark on the gt LN 
paneling you buy: it says this is J R Ay 
genuine Masonite hardboard. It's 

wood-made-better. .. made through the 

exclusive explosion process for unequaled 

strength, smoothness and uniformity. 








Fallout Shelters 
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methods. It provides protection from 
even the heaviest fallout concentra- 
tion, DFPA stated, and will resist the 
blast from a 20 megaton bomb, the 
largest so far developed, dropped 
seven miles away. 

Located, as recommended, under 
3’ of earth, the shelter is said to be 
strong enough to stand the weight of 
cars normally parked on top and its 
joints were successfully tested to with- 
stand a 10’ head of water. DFPA 
said this means the shelter could be 
constructed 10’ under water without 
leaking. A prototype did not leak. 

Reduce radiation. Government ex- 
perts said that persons remaining in 
an ordinary house without a basement 
probably would be about 50% safe 
from radiation, provided people stay 
on the first floor near the center 
of the house. By remaining in a nor- 
mal house basement, exposure would 
be reduced to about 10% of the out- 
door radiation intensity, officials said. 
Sandbagging basement windows would 
add to the margin of safety. 

Least expensive shelter, and sim- 
plest to install, is a basement concrete 
block unit. It will cost $300 or so, de- 
pending on labor charges. Details can 
be obtained from the National Con- 
crete Masonry Assn., 1015 Wisconsin 
Ave., NW, Washington, D. C.; the 
Structural Clay Products Institute, 


1520 18th St. NW, Washington 6 or 
the Portland Cement Assn., 33 W. 
Grand Ave., Chicago 10. A more 
elaborate underground shelter of re- 
inforced concrete can be built for 
about $1,500, varying with type of 
entrance. 

DFPA design. While underground 
shelters are recognized by officials as 
offering maximum safety, many fam- 
ilies probably will prefer a basement 
structure. DFPA has designed a suit- 
able unit said to afford at least five 
times the protection of an ordinary 
below-grade basement and 20 times 
the safety of a daylight basement 
protected on two sides. 

One of DFPA’s above-ground shel- 
ters delivers essentially the same pro- 
tection as the below-grade model and 
another offers more protection against 
fallout than the basement unit. It is 
most suitable for construction away 
from prime target areas and danger of 
heavy blast. 

DFPA estimates that contracted 
prices for basic shelters it designed 
will run from about $400 for the least 
expensive model to $1,500 for the un- 
derground design. All DFPA shelters 
use lumber and plywood in standard 
sizes and basic design for each con- 
tains about 64 sq. ft. of usable living 
space, the minimum recommended 
for six persons. All can be easily ex- 
panded. 

Above-ground. If underground con- 
struction is not practical, U. S. offi- 
cials say, a double-walled above- 
ground shelter is recommended. Ma- 


DO-IT-YOURSELF home- 
owners can erect this fall- 
out shelter in less than 24 
hours, says the manufac- 
turer, Kelsey-Hayes Co., 
Romulus, Mich. Basic size 
of 9’x9’ has three walls 
and a roof of sheet metal 
panels to be bolted to- 
gether, filled with earth 
or sand and placed 
against a basement wall. 
The $695 shelter will be 
marketed through build- 
ing materials dealers and 
Sears, Roebuck & Co. 


terials for it would cost about $700. 
Experts say shelter entrances should 
have proper ventilation, lighting and 
radio reception and at least one 
right-angle turn to block radiation. 

About 40 companies are now spe- 
cializing in home fallout shelters. Most 
models are made of reinforced con- 
crete, but some are of steel, aluminum 
and glass fiber. To date, civil defense 
officials have authorized about 35 
styles. For basic information, with 
drawings and practical suggestions, a 
copy of The Family Fallout Shelter 
may be obtained from the Superin- 
tendent of Documents, Government 
Printing Office, Washington 25 for 
10¢. 

Prices for 6-person shelters from 
the 40 manufacturers range from 
$2,000 to $4,000, including minimum 
sanitation and emergency equipment. 
More expensive models have auxiliary 
lighting (sold by many retail lumber 
dealers), provision for water supply, 
radiation detection equipment and 
some have special fallout clothing. 

Leading producers of shelters in- 
clude Lancer Industries, Inc., Mineola, 
N. Y.: American Survival Products 
Corp., Washington; Nuclear Shelter 
Consultants, Richmond, Va.; Atomic 
Bomb Shelter Construction Corp., Ft. 
Lauderdale, Fla.; Wonder Building 
Corp., Chicago; Lifemaster, Inc., Co- 
lumbus, Ohio; Family Shelters, Inc., 
Pontiac, Mich. and Kelsey-Hayes Co., 
Romulus, Mich. 

DFPA materials. DFPA designed 
its shelters from materials handled by 
building materials merchandisers. All 
materials for the underground model 
must be treated against decay. Ply- 
wood is purchased pressure-treated 
and the same handling is recommend- 
ed for framing lumber, although care- 
ful application of preservative is sat- 
isfactory, DFPA said. A special nail 
and watertight joint treatment also is 
specified. 

Preframed. DFPA’s underground 
shelter is an 8’x8’x12’ box, assem- 
bled from pre-framed lumber and 
plywood. In the prototype, panels 
were fabricated and hauled to the 
job site where the model was assem- 
bled and lowered into the excavation. 
In-place assembly is also _ practical, 
DFPA said. Panels can easily be pro- 
duced by dealers and will also be 
available through licensees of Plywood 
Fabricator Service, Inc. 

Earth is backfilled around the sides 
of DFPA’s underground unit. Then 
the top is covered with 3’ of earth as 
recommended. All that is visible 
above-ground are two ventilation 
pipes and the ladder shaft lid. The 
design includes details on venting and 
DFPA’s booklet gives complete in- 
formation on stocking the shelter. 

Basement unit. Easiest DFPA shel- 
ter to build is the basement model. It 
consists basically of dry-laid concrete 
block sandwiched between two layers 
of fir plywood. It can have dual use 
as a storage room, darkroom or work- 


(continued on page 107) 
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ing business, technical z and sales smethods ... -all in the world’s 


ape aty dealers 


te lines of essential 
(pansion, renovation 


w 


ACT NOW T0 


Sponsored by 7 oe : fol 
{nwa HOME IMPROVEMENT oe ow Office / 331 Madison Avenue / New York 17,N.Y. 


PRODUCTS ASSOCIATION a. ih 
oR rt t Pomerance, Director Fis area code 212 MU 2-408: ih eos 


2217 Tribune Tower 


Chicago 11, Illinois oe oe 


Dept. BM-10 
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FROM CHEVROLET'S NEW WORLD OF WORTH! 


JOB-MATCHED CHEVROLET 
TRUCKS FOR ’62 


NEW POWER! NEW EYE APPEAL! CHEVIES FOR EVERY CHORE 


From Chevrolet’s broader-than-ever 1962 lineup of trucks for every kind of hauling job comes a full roster 
of better-than-ever light-duty models, specialists at trimming tough jobs down to size in short order. Here 
are new models and new power choices to meet a wider range of working needs, plus a trim new look for all 
conventional models that gives you safer seeing down the road! Now it’s easier than ever to get Chevrolet’s 
traditional thrift and dependability going for you, in the model tailor-made for your kind of job. There are 
work-loving pickups in a full range of sizes and weight ratings, in sleek Fleetside and_handy Stepside styles, 
plus sensational Corvair 95 Rampside and Loadside models built to outwork anything in their class. In addi- 
tion, there’s the biggest choice ever of choice delivery models, including smart, fleet-stepping panels, high- 
capacity Step-Vans for every job up to 10,000 Ibs. GVW, and the wonder-working Corvair 95 Corvan. For 
specialized requirements there are sturdy stake models and chassis-cabs in every size and weight class, round- 
ing out a selection sure to include a better way to do your job! Why not see your nearby Chevrolet dealer for 
full details on the model made for you, and start finding out right away how much better business can be... . 
Chevrolet Division of General Motors, Detroit 2, Michigan. 


NEW EASY-VIEW STYLING — For 1962, all conventional JOB-TESTED CORVAIR 95’s—They’ve got a year of enthu- 


pickups, panels and Suburban Carryall models ride in with siastic acceptance behind them and they’re still the talk of 





See our display 
in exhibit 
space no. 533 
NRLDA Show 











trim new look-ahead lines, featuring a new hood design sloping 
lower at the front to let you see the ground as much as 81% 
feet closer. Safer, easier viewing results! Also, there’s a hand- 
some new grille, new custom exterior trim, and sparkling new 
colors. Inside, too, things are looking better for the man at 
the wheel, with new easy-to-live-with colors and tough good- 
looking upholstery. 


NEW STEP-VAN 7—Here’s good news—211 cubic feet of it! 
—for light-duty delivery operators with high-bulk lading 
problems. And Chevrolet’s new Step-Van 7 is built to give 
your bulky loads a better ride, teo, on the years-ahead Inde- 
pendent Front Suspension chassis design that’s revolutionized 
the conventional truck field. With the big-saving High Torque 
235 Six under the engine box, there’s plenty of power to take 
your tightest schedules in stride, and a long list of better built 
body features adds up to easy work and extra-long working life. 


NEW HIGH TORQUE POWER—New wider power choice for 
’62 lets you match your job needs better than ever, in all 
conventional pickup, panel and Carryall models. There’s the 
standard-equipment 235 Six, cornerstone of the Chevrolet 
reputation for unbeatable operating economy, and the spirited, 
ultra-efficient 283 V8 for premium payload punch. And now, 
in addition, the heavy-duty 261 Six is available at nominal extra 
cost, offering an extra measure of stamina and durability to keep 
on delivering in the roughest, toughest kind of duty. 








=. 


1962 CHEVROLET JOBMASTER TRUCKS AzZgaw 
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light-duty trucking! Chevrolet’s sensational Corvair 95 models, 
in two pickup styles and the spacious Corvan, have set new 
standards for space and weight utilization in the half-ton field. 
With a roomy driver compartment up forward and the com- 
pact, perky 145 Six tucked under the load floor at the rear, 
the space between goes to work in a way conventional designs 
can’t match. And, to top it off, this new way to work comes in 
as pretty a package as ever came down the pike! 





YOURS FOR THE ASKING ... FREE INFORMATION 


Use this convenient ordering coupon to get descriptive literature and 
specifications on new 1962 Chevrolet trucks to match your job. Just check 
what you would like, fill in your business address and mail to: Chevrolet 
Motor Division, P.O. Box 7271, Detroit 2, Michigan. 





Please send: Name 
. Full-Line Brochure [ 
. Corvair 95 Models 1] Title 
. Pickups & Light-Duty. . 

. Suburban Carryalls....{_] 
. 4-Wheel-Drive Models. . 
. Medium- & Heavy-Duty 


Company 


Address 


. Diesel-Powered Models. 


. Tandem Axle Models...(] | “ity 


























Finished 
Veri-Sized Unit 
to be Bonded. 


Different Lengths, 
~ Longest Boord Lowest 
~ 
a 


PERSPECTIVE DRAWING of order assembly stacking device. 
Finished vari-sized lumber unit is to be banded. Units are 
made up of different lengths with longest boards lowest. 


Lumber Stacking Device 
For Small Dealers 


Guido Stack Consolidator is intended to meet the require- 
ments of the small dealer who has one fork lift truck. The 
simple, inexpensive stacking device was developed and test- 
ed by Cosmo F. Guido, Guido Lumber Co., San Antonio. It 
will be shown for the first time at the NRLDA exposition, 


e", 8" Elevation 
* i ecenieerae 


$ 


>, 
n 
STACKING DEVICE consists of 
three boards approximately 
48” long laid on the ground, 
as shown, and two 312” stand- 
ard black pipes securely an- 


chored in ground 60” apart 
and rising 50” above ground. 














Instructions 
for Use of 
ONE-MAN 
Order Filling 
Stacking 
Device 











FORK LIFT gently backs away after de- 
positing load in place with back edge of 
boards on a plane with upright pipes. 


FORK LIFT TRUCK approaches stacking 
device with load raised above upright 
pipes. Truck should be maneuvered as 
close to pipes as possible. 


1-A 


DEPOSIT long-length boards on center 
flush with upright pipes. 








Ps 
SECOND PORTION of order (next long- 
est boards) is placed on top of first 
lumber unit on center flush with pipes. 
Additional portions are similarly posi- 
tioned, gradually decreasing in length. 





LOAD IS LOWERED into position on top 
of longer-length unit already in place. 


WHEN ORDER IS ASSEMBLED it should 
be strapped approximately on center, 
then placed on delivery truck. 
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EVERY WEEK GEORGE FENNEMAN IS TELLING MORE THAN 
13,000,000 TV VIEWERS “SEE YOUR LUMBER DEALER” 


It’s the exciting new NBC Show, “David Brinkley’s Jour- 
nal’ — Wednesdays*. Make full use of his services to 
build traffic and business for yourself. Tie in with displays, 
your own promotions, your local advertising. 

This aggressive campaign by the Douglas Fir Plywood 


Saal 
or ee 


; ‘ 
: NFPA : 
‘PLYWOOD 7 


Ye 


*10:30 P.M. Eastern and Pacific Coast Time; 9:30 Central Time; 8:30 
Mountain Time. Co-sponsored by Douglas Fir Plywood Association. 
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Association to broaden the market for quality plywood 
has the enthusiastic support of United States Plywood. 

For free sales tools to tie in with the TV advertising, 
contact DFPA, Tacoma 2, Washington, direct. 

For additional sales help—and for prompt service in 
stocking—contact your nearest United States Plywood 
branch office. Don’t forget, United States Plywood is the 
largest source of fir plywood bearing the DFPA symbol 
of quality. United States Plywood, 55 West 44th Street, 
New York 36, N. Y. 


UNITED STATES 
PLYWOOD 


Circle No. 45 on Handy Cover Card 





NOW AVAILABLE 


17 FACTORY BRANCHES AND SALES OFFICES 
STRATEG/CALLY PLACED FOR FAST DELIVERY 








SEATTLE, WASHINGTON SALT LAKE CITY, UTAH ALBIA, |OWA QUINCY, MASSACHUSETTS 
3422 Stoneway Avenue 550 Gale Street 210 “A” Street, Box 466 320 Quincy Avenue 
Phone: Melrose 3-5441 Phone: Elgin 9-9933 Phone 554 Phone: President 3-2260 


\ 



































WASHINGTON-BALTIMORE 

12607 Columbia Pike, 

Silver Springs, Md. 
Phone: Mayfair 2-0200 











ALLIANCE, OHIO 
157 East Prospect Street 
Phone: Talbott 3-8870 














SAN LEANDRO, CALIFORNIA f 
2085 West Avenue 140th ST. LOUIS. MISSOURI 
Phone: Elgin 7-0410 7607 Page Avenue 
Phone: Parkview 5-5520 



































DENVER, COLORADO DALLAS, TEXAS ADDISON, ILLINOIS 
865 Decatur Street 1311 Chemical Street 620 Westgate Drive 
Phone: Keystone 4-1741 Phone: Riverside 8-2041 Phone: Kingswood 3-5349 


























Sell more doors — maintain a smaller inventory than ever before, 
and earn a greater profit. 
How? It’s simple. Let Moloney carry the inventory. 
Moloney, America’s leading manufacturer of aluminum doors 
offers you the only complete line from coast to coast ; 
SCREEN DOORS — JALOUSIE DOORS — PATIO DOORS — COMBI- 
( (UL: W) NATION DOORS. A NEW INSULATING DOOR FOR COMMERCIAL 
AND INDUSTRIAL APPLICATION; SELF-STORING DOORS OF 
aluminum building BOTH Z-BAR AND EXPANDER TYPES. 


=) R Cc ‘ti Ss Each of the eleven factory branches carry a complete inventory 
O D U ready for immediate delivery. 





THE MOLONEY COMPANY 
Main Factory and General Offices * 210 “A” St., Box 466, Albia, lowa ¢ In Canada: 
Manufactured and sold by Moloney Aluminum Products of Canada, Ltd., Aurora, Ont. 
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A NEW COMMERCIAL DOOR JOINS THE 
MOLONEY FAMILY OF ALUMINUM PRODUCTS 


THE MOLONEY (ta) 
COMMERCIAL DOOR 


Here for the first time 1s 

an insulating door designed, 
engineered and manufactured 
exclusively for use in stores, 
motels, drive-ins, shops, 
plants and laboratories. 


Prior to this new rugged Moloney 
Commercial Door, industrial and commer- 
cial applications were made with doors 
designed for use on homes only, with un- 
satisfactory results. Now you can cover 
this market with an exceptionally thick, 
strongly-built, all welded door manufac- 
tured and warranted by the leader in the 











industry. 


The Moloney Commercial Door is self- 
storing, invaluable where air-conditioning 
is used. 





SPECIFICATIONS 








¢ Frame thickness .080 min.; %” where 
hinges set. 
Door thickness with expanders 1%”. 
Corners mitered and Sigma Welded. 
Mullion bars are 4” wide. 
Four hinges, stainless stee! with Orlite 
bronze bushing. 
Double strength glass all aluminum 
screen panel. 

* Weather stripped. Hydraulic closer, re- 
frigerator type latch. | 

















SIGMA* 


WELDED 


Reg. T.M. of Union Carbide 


Contact the Moloney branch nearest you or write to: 


THE MOLONEY COMPANY 


MAIN FACTORY and GENERAL OFFICES ° 210 ‘‘A’’ STREET, BOX 466, ALBIA, IOWA 
IN CANADA: Manufactured and sold by Moloney Aluminum Products of Canada, Ltd., Aurora, Ontario 
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Building Materials 
Merchandiser 


New Product Parade 





Plastic Paneling 


Installation of unbroken 
spans of paneling up to 100’ 
are possible with Alsynite’s 
new reinforced plastic pan- 
eling. Both flat and standard 
14%” corrugated panels are 
available in clear, white, lite 
green and sunlite yellow. 
Corrugated paneling is of- 
fered in 52” widths; flat in 
24” and 48” widths. Uses 
include patio shelters, fenc- 
ing, signs. Alsynite. 

Circle No. 202 on Handy Cover Card 


Slab Counter Tops 
Kitchen Kompact §an- 
nounces new, postformed 
slab counter tops. Three 
slab lengths are available: 
’, 8 and 10°’. Eleven 
patterns and colors are being 
produced using Micarta 
plastic. Units of the same 
size and color are packaged 
two to a carton. A full in- 
ventory of all sizes and col- 
ors is currently available for 
immediate shipment. Kitch- 
en Kompact. 
Circle No. 206 on Handy Cover Card 

















POPOL LOOM NNER tt Ae 
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Plastic Shower Stall 

A one-piece, prebuilt plas- 
tic shower stall lowers in- 
stallation costs and provides 
easy cleaning, maker says. 
Molded of Laminac poly- 
ester resin, reinforced with 
fiberglass, the stalls also 
are available in two pieces. 
Separate stall tops, with or 
without built-in lighting, 
are optional. With top and 
light, retail price is $192. 
Ceralyte Corp. 
Circle No. 203 on Handy Cover Card 


Postforming Nevamar 
A postforming grade Nev- 
amar high-pressure laminate 
offers fabricators greater 
economy in their opera- 
tion, says maker. Postform- 
ing grade Nevamar is pro- 
duced in a wide selection 
of colors, patterns and fin- 
ishes. Sheet sizes are 30”, 
36” and 48” x 96” and 
120”. It’s available on fac- 
tory order with prompt de- 
livery assured. National 
Plastic Products. 
Circle No. 207 on Handy Cover Card 


Cedarcrest Announced 
Cedarcrest, a bevel siding 
with a resawn texture to 
bring out the natural grain 
of the cedar wood, is an- 
nounced. The completely pre- 
finished, %4” x 10”  sid- 
ing is prestained at factory 
including back priming and 
edges. Colored nails to 
match the siding are fur- 
nished. Packaged six pieces 
to a bundle in random 
lengths,  6'-20’. Olympic 
Stained Products. 
Circle No. 208 on Handy Cover Card 











Sidewall System 


A mechanically fastened 
aluminum Batten Sidewall 
System for prefabricated 
homes is announced by Rey- 
nolds. Woodgrain embossed 
Colorweld aluminum sheet 
provides exterior skin for 
panels. Sheet is 4’ wide by 
height of wall. System in- 
cludes all accessories: skirt 
boards, inside and outside 
corners and window trim. 
Reynolds Metals Co. 

Circle No. 204 on Handy Cover Card 


Bolero Hush-Tone 


Convention-goers at the 
NRLDA Show in Chicago, 
Nov. 4-7, will be introduced 
to new Bolero Hush-Tone 
acoustical ceiling tile at the 
Celotex exhibit. The new 
fiberboard tile has a Dia- 
mond White finish and pos- 
itive stop bevels for easy 
application. Retail _ price: 
22¢ per square foot. Special 
sales aids will be revealed 
at the NRLDA exhibit. The 
Celotex Corp. 

Circle No. 209 on Handy Cover Card 


Lau Wall-Vanities 

Lau Wall-Vanity installs 
in flush or recessed position. 
Three sizes in two models 
are offered. All have three 
shelves, incandescent light- 
ing. Widths are 24”, 28” and 
36”. Height of all styles is 
24” and depth, at top, is 
914”. Wiring is installed at 
factory. Built-in electrical 
receptacle adds convenience 
for electric razors. Lau 
Blower Co. 
Circle No. 205 on Handy Cover Card 


For more facts, 
use handy back 
cover coupon. 


(For more new products, 


see page 90) 
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GREATER HOLDING POWER 








WELDED WIRE CON- 
CRETE REINFORCING 
AND GALVANIZED 
FABRIC; REINFORC- 
ING BARS : 


BRYTITE® 
ORNAMENTAL LAWN 
FENCE with the Long- 
aes Lasting Lustrous 
bright finish 








Win greater Sales wits 
CONTINENTAL NAILS —part of 


Continental’s 83 Stee/ Products—all from 
one convenient source-—Al/ profit-proved 


The familiar yellow Continental nail carton is showing up in 
more and more places—residential and commercial building sites, 
industrial projects, at right-of-way road and railway maintenance 
jobs, in skyscrapers and home work shops. One man tells 
another—is the reason. Continental Nails—10,000 sizes and kinds 
—come cleaner, sharper, and have greater holding power, the 
result of one of the industry's most advanced production tech- 
niques. Order your stock now—in 50 and 25 Ib. cartons and 
10-5-1 Ib. boxes. Ask for the colorful new RING AND SCREW 
SHANK NAIL DISPLAY CARD—FREE. It's a real sales builder! 


CONTINENTAL STEEL 


CORPORATION + KOKOMO, INDIANA 


PRODUCERS OF: Standard Styles of Galvanized Steel Roofing 
and Siding, Nails, Staples, Lawn Fence, Welded Wire (Rein- for city, farm, 


forcement—Galvanized) 15 types of Farm Fence, Posts, Gates, poem 


Barbed Wire, and other Wire Products. 
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MORE SELL 


THIS FALL! 














Example: 

No. 250 Self-Storing, Pre-Hung Door 
Full 1 x 2'2"" Thick Stile * All Extruded Alu- 
minum * Removable Inserts for Easy Washing 
* Wool Pile Weatherstripped Insert — All 4 


Sides * Bottom Expander Fits All Standard 
Size Openings * ALL HARDWARE INCLUDED 


ACT NOW! Order America’s Highest 


including 
door by 


quality, lowest priced doors 


the amazing all-aluminum screen 


Feather-lite! 


SEND COUPON TODAY! 


: Feather-Lite Manufacturing Co. = ®”*-10-6! 
4 11710 Cloverdale Ave., Detroit 4, Michigan 


§ Please rush me the facts on the entire 
i Feather-lite line of quality Aluminum doors. 


My Name 





i 
i 
§ Company Name 
: Address 
] City State 
4 oO 1 AM A DEALER a | AM A DISTRIBUTOR ; 





Phone 
No 
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NEW PRODUCT PARADE 


(begins on page 88) 


Economical Ceiling Kits 

New suspended and insulating ceiling 
kits include: 2’ square foamed Styrene 
panels 2”. thick and wall-to-wall white 
enamel aluminum grid. Grid and panels 
cut easily to fit any area. It’s an easy 
way to finish off a new or drop an old 
ceiling, says maker. 

Dealers may obtain kits to fit specific 
jobs or purchase panels and grid and 
make up their own kits. Kit retails 
around 47¢ per square foot. Dealer 
markup on cost is 3344%. Brochure is 
available. Artcrest Products. 

Circle No. 210 on Handy Cover Card 








Fewer Units and More Styles 


Andersen’s new Divided Light window 
grills are available for use with the 
firm’s Casement and Beauty Line Strut- 
wall units. They will snap-on both 
double insulating glass and single glaz- 
ing. The new plastic snap-on grills also 
fit Andersen’s standard window line. 

Andersen has consolidated a number 
of basic Strutwall units while increasing 
the total number of combinations and 
styles. Further details are available on 
the streamlined Strutwall line. Andersen 
Corp. 


Circle No. 211 on Handy Cover Card 


For more facts, 
use handy back 
cover coupon. 


Siding Panels in Two New Sizes 

Insulite Primed Siding vertical panels, 
both grooved and plain, now are avail- 
able in sizes 4’ x 9’ and 4’ x 10’ as 
well as the 4’ x 8’ panels introduced 
previously. Last spring two new widths, 
8” and 10”, of horizontal lap siding, were 
made available in addition to the 12” 
width Primed Siding. Lap siding is of- 
fered in 16’ lengths; 8’ lengths are 
available on request. 

All Insulite Primed Siding is _pro- 
duced in uniform sizes and is protective- 
ly packaged. Insulite. 

Circle No. 212 on Handy Cover Card 


Formica Pattern of Star Points 


Gay, light Pinwheel is the newest ad- 
dition to Formica’s line of decorative 
laminated plastics. Pinwheel is a pattern 
of star points, dotted against backgrounds 
of white, gold and gray. Its styling har- 
monizes with a wide range of decors 
and color schemes and makes the pat- 
tern adaptable for a variety of hori- 
zontal and vertical surfaces. 

The three Pinwheel colors are offered 
in all standard sheet sizes and finishes. 
It is available from Formica distribu- 
tors. Formica Corp., Sub. of Cyanamid. 

Circle No. 213 on Handy Cover Card 


(continued on page 92) 
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BEAUTIFUL MARLITE PANELING 


baked at high temperatures most materials won't stand! 


Walls of Marlite paneling stay like new for years, yet 
require only minutes of care. That’s because Marlite’s 
baked plastic finish shrugs off grease, stains, mars— 
even heat. 

And unlike many “finished” wall panels that dull 
with age and damage through use, Marlite’s hard, dent- 
resistant surface keeps its beauty with an occasional 
damp cloth wiping . . . makes housekeeping easier. 


Quickly installed over old or new walls, Marlite offers 
almost unlimited decorating possibilities in remodeling 
or new construction. And your customers can choose 
from attractive Trendwood® reproductic beautiful 
plain colors, distinctive marble and decorator patterns. 
If you’re not already handling profitable Marlite, get full 
details now from yeur wholesaler, or write Marlite Divi- 
sion of Masonite Corporation, Dept. 1041, Dover, Ohio. 


Marlite 


plastic-finished paneling 


MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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NEW PRODUCT PARADE 


For more facts, 
use handy back 


(begins on page 88) 


Vanity Cabinet 

A new birch wood vanity 
is completely fitted and 
ready to build in. Just 36” 
wide, it is available in four 
wood tones. It is particularly 
suited to installations in 
powder rooms and dressing 
rooms. Porcelain-on-steel ba- 
sin is set into white lami- 
nated gold dust pattern plas- 
tic top. Ideal item for sale to 
remodelers. Brammer Man- 
facturing Co. 
Circle No. 214 on Handy Cover Card 


Offers New Design 


Random shaped marble- 
like chips over a delicately 
shaded chipstone effect pro- 
vide a_ striking design in 
Vinyl Accolon. Solid areas 
of gold and silver glitter ac- 
cent the new styling. Called 
Del Prado, the rotovinyl 
floor covering is available in 
taupe, gray and warm tan. 
It’s offered in floor covering 
2, 3 and 4 yards wide and 
3 rug sizes. Armstrong Cork. 
C.rcle No. 215 on Handy Cover Card 


Adds New 40” Range 


The Epicure, a new model 
40” console-type gas range, 
is moderately priced. It has 
a four-hour timer alarm, 
meat and baking ovens, meat 
oven rotisserie, four inline 
chrome jet burners, conven- 
ient burner surface light. It 
also has a liftup enamel 
cook top, liftout side panels 
in a new woven metal motif. 
Geo. D. Roper Sales Cor- 
poration. 


Circle No. 216 on Handy Cover Card 
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Prefab Fireplace 

Acorn prefab fireplace of 
16-gauge steel is available 
complete with easy instruc- 
tions for assembling and in- 
stalling. Ideal for charcoal 
broiling, using grate pack- 
aged with each unit. De- 
Luxe model (above) can be 
free-standing or wall-hung. 
Holiday and budget Vaca- 
tion models are available. 
Prices range from $99.50 to 
$144.50. Acorn Fireplaces. 
Circle No. 217 on Handy Cover Card 





The Pyramid Truss 

s designed to meet 
requirements of 
FHA (SE Bullet 





1. What type of system would be best suited for your operation? 2. What kiné of production does your 
area warrant? 3. How much of an investment is required? 4. How much space will you need? 5. How 
do you set up the shop? 6. How will you merchandise your product? 7. How will you promote it? 
To answer these and other questions, write or wire today for details of our complete program. 


THINKING OF PUTTING IN A TRUSS SHOP? 


PYRAMID 


Complete Commercial 
ond Residential 
Engineering Service 


Truss Plate Corporation 
4060 N. E. 5th Avenue 
Oakland Park, Florida 
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The Big Breakthrough 
in Components... 


MASTER 


HUNG DOOR 


Circle No. 51 on Handy Cover Card 


From Master-Hung Door comes a 
breakthrough in the construction 
of pre-hung doors. See the advanced- 
design Master-Hung Door equip- 
ment at the N.R.L.D.A. Exposition, 
Booth 540. If you want the very best 
in pre-hung door equipment insist 
on Master-Hung Door. 


For complete information write: 


MASTER-HUNG DOOR EQUIPMENT CO. 


King & Franklin Sts. * Pottstown, Pa. 
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NATIONAL BU 


th Ave., Hialeah, Fia 


HERTZ gets you out of the Truck Business 
... and back into the Building Supply Business! 


Every hour spent on truck problems and administra- tenance, gas, oil, garaging, emergency road service, 
tive details is an hour better spent in promoting your _ painting and lettering of trucks plus all administrative 
own business. This is why more and more companies __ details such as licensing, insurance—and much more! 
today are switching to Hertz Truck Lease Service! The service is flexible—trucks are custom-engineered, 
Hertz pays cash for your present trucks. Then you for example, to suit any kind of business. Should a 
take your choice of new GMC, Chevrolet or other truck be tied up for repairs, Hertz provides a replace- 
sturdy trucks. Or your own trucks can be recondi- _ ment. Or if extra trucks are needed for peak periods, 
tioned and leased back to you. Instead of many sepa- _ Hertz supplies them immediately. Get out of the truck 
rate bills, you pay just one check per week—and that _ business today! Call your local Hertz Truck Lease office 
covers everything except the driver. for more information or write for booklet —‘“‘How To 
Hertz Truck Lease Service includes complete main- GET OUT OF THE TRUCK BUSINESS.” 


HERTZ TRUCK LEASE, Dept. T-109 
660 Madison Avenue, New York 21, N.Y. 


. Please send copy of booklet—‘“‘How to Get Out of the 
e Truck Business”’ to: 

LEASE TRUCKS | = 
POSITION IN COMPANY seed : 
* COMPANY ks es 


No investment...no upkeep 


ADDRESS- 


Y THE HOUR, DAY OR WEEK 
HERTZ ALSO RENTS TRUCKS B nem ne ene 
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Become a 


Master 
Kitchen Designer 


Qualified by Kitchen Industry 
Training Schools (KITS) Inc. and 
Michigan State University Staff! 


Attend your choice of these new Profes- 
sional Kitchen Schools for Executives 
and Salesmen! 

Dec. 10-22, 1961 
or Jan. 7-19, 1962 


The Carillon 
Oceanfront at 68th, Miami Beach 


CHOICE OF PROGRAMS: 


One and two-week kitchen planning and 
kitchen management programs by these 
kitchen experts: 

e Art Johns e Gen Young 

e Dr. Joseph W. Thompson 

@ Dick Chapman — Associates 


lrainees will receive Certificates of Com- 
pletion and be eligible for a “Master 
Kitchen Designer” award by successfully 
completing the 


Kitchen Planning Program 
Dec. 10-16, 1961 or Jan. 12-19, 1962 


Features Art Johns’ new “Executive 
Kitchen Design Kit’”—an improved speed 
system for making floor plan, elevation, 
perspective renderings. 


Kitchen Management Program 
Dec. 15-22, 1961 or Jan. 7-13, 1962 


Introduces Dr. Thompson’s new dialogue 
role playing technique which illustrates 
how situations can be managed by various 
approaches to selling. Last two days of 
each school will be combined sessions 
with kitchen planners. 


All-inclusive fees provide everything but 
travel: deluxe room, gourmet meals, enter- 
tainment, all materials, 12-month merchan- 
dising and design service for 1962! 


Write today for “Executive Kitchen Design 
Kit” and Kitchen School information. En- 


rollment Limited! 
j v 
Ws 
) 


Kitchen 

industry 
Training 
Schools U 





75 E. Wacker Drive, Chicago 1, Ill., 
Dept. BMM 
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Building Materials 
Merchandiser 


New Sales Aids 
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Simpson Acoustical Display 

A new acoustical display is designed 
in two hinged 2’ x 4’ sections. Each sec- 
tion holds four different 12” x 24” acous- 
tical ceiling tiles. A bright, two-colored 
sign hangs below to identify each pat- 
tern. Forestone patterns are contained 
on one side; perforated patterns in the 
other section. 

The bat-wing-type unit may be ex- 
tended a full 180° against the ceiling, or 
any angle desired by a dealer. Sections 
also may be used separately against a 
wall. Simpson Timber Co. 
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SIDING 
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Promotes Masonite ‘‘X’’ Siding 


A small 12” x 1534” display shows 
Masonite “X” Siding as it appears in- 
stalled on a house. Cartoon characters 
and selling lines on the finished surface 
point up advantages of siding’s primed 
surface and sealed back, exclusive X-90 
fiber formula for top weathering quali- 
ties, guidelines for easy installation. 

Rack to hold envelope stuffers is in- 
cluded for mounting on side of display. 
Wire easel, which also folds down, sup- 
ports unit. Masonite Corp. 

Circle No. 220 on Handy Cover Card 


Paneling & Molding Samples 

Hanging ladder displays exhibiting 
from 10 to 20 samples of Bruce Ply- 
Welsh prefinished hardwood wall panel- 
ing and molding now are available to 
dealers. Attached by removable links, 
the 8” x 16” factory-finished sample pan- 
els may be removed, added or replaced 
without the use of tools. 

Dealers may order the double or sin- 
gle ladder, or both, and up to 20 panels 
in the wood and groove design of their 
choice. Welsh Plywood Corp., sub. of 
E. L. Bruce Co. 
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G-E Textolite Selling Center 


Four new sample boards are available 
to tie-in with the new G-E Textolite 
“honey-of-a-line” theme. A _ large flat 
board and a rotary tower display are 
both metal and have a total of 84 prongs 
in order to display the full laminated 
surfacing line. Two smaller boards show 
special patterns and colors. G-E also of- 
fers dealers two new banners, decals, 
stickers, direct mail pieces and literature 
to promote the Textolite honeybee line. 
General Electric Co. 
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USE HANDY COUPON ON BACK COVER 
FOR MORE INFORMATION 


Wall-in-a-Weekend Promotion 

Manager William Van Tuyl, Nassau- 
Suffolk Lbr. & Supply Co., Wantagh, 
L. L, is shown above examining a Skil- 
saw he will offer customers at $18 sav- 
ings as a purchase bonus during USP’s 
“Paneling Festival” ending Nov. 22. 
USP’s J. Bachmann holds how-to book- 
let which is part of a dealer package. 

Free tie-in display from USP not only 
features Weldwood paneling but shows 
customers how to panel a_ wall-in-a- 
weekend.” U. S. Plywood Corp. 

Circle No. 222 on Handy Cover Card 


Aluminum Siding Display Case 

The mobile, lightweight case pictured 
above displays both vertical and_hori- 
zontal siding as well as all colors avail- 
able in the Wepco Aluminum Siding 
line. Selling points of the siding are 
prominently listed in a dramatic com- 
bination of silver, black and white on a 
gray background in the right panel. 

The gray leatherette case when folded 
is only 2442” high, 234” deep and 15%4” 
wide. The siding case is oniy one of 
many Wepco merchandising aids avail- 
able to dealers. The Weather-Proof Co. 
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... from airplane hangar door equipment to vanishing 
door hardware, R-W offérs literally hundreds of top- 
quality standard and specialty hardware products. Some 
you will want to stock because of their fast turn-over . . . 
others you will want to buy only on special customer 
requests. In either case, your R-W Hardware Cotalog 
offers you a complete line of “profit-plus” hardware 
specialties ... items that could earn you many dollars 
of "added-profits” each year. 


Richards-Wilcox 


; MANUFACTURING COMPANY 
Write today for your 


free copy of Catalog A HANGER FOR ANY DOOR THAT SLIDES 
No. A-400. 226 W. THIRD ST.* AURORA, ILL. * Branches in all Principal Cities 
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New Equipment 


Hammer-in Truss Clip 


A new improved Truss Clip is said to 
permit assembly of a 28’ wood truss in 
12 man-minutes or less using carpenter’s 
hammer. Accepted by FHA for jobsite 
fabrication, the clips are claimed to afford 
a saving of $30 per house over other fab- 
ricated trusses. An inventory of six to 
nine sizes of Truss Clip, which has 
stronger, easier-to-drive nail, simplifies 
stocking. Truss design service is supplied. 
Details from the Panel-Clip Co., Dept 
BMM, 7742 Greenfield Rd., Dearborn, 
Mich. 


Circle No. 234 on Handy Cover Card 


Door Making Machines 


An economy model door jig and 
a door cut-off machine (above) have 
been introduced. Door jig is said to 
produce up to 10 doors an hour with 
door ready for hanging. Both sides are 
beveled: hinges mortised and attached; 
door and jamb lock bored, mortised and 
attached. Interchanges accommodate 
1%” doors, 2” to 5” butts and any lo- 
cation of hinges or any type hardware. 
Price is about $1,250 f.o.b. factory. The 
cutoff machine, in one operation, scores 
door to prevent ripping of veneer, cuts 
door to length and is claimed to guaran- 
tee a square cut on the head. Price is 
$350 f.o.b. Master-Hung Door Equip- 
ment Co., Dept. BMM, King & Franklin 
Sts., Pottstown, Pa. 

Circle No. 235 on Handy Cover Card 


Adds 23-Ton Lift Truck 
A lift truck capable of handling 46,- 
000-lb. loads at 48” center is claimed to 
be maneuverable and top-performing. 
Challenger 460A has a new hydraulic 
system, a fulltime, fullflow oil filter and 
dry-type air cleaner with precleaner. A 
3-speed power-shifted planetary trans- 
mission has integral torque converter. 
Power steering is standard. Either a 6- 
cylinder 153-hp. gasoline or 140-hp. 
diesel engine powers the pneumatic- 
tired machine. Details from Hyster Co., 
Dept. BMM, Box 847, Danville, Tl. 
Circle No. 236 on Handy Cover Card 





One MANeuver ! 


MAGLINER MOBILE LOADING RAMPS go where you go... 
provide a loading dock where you need it, when you need it! 
Magnesium-light construction for easy one man handling— 
anytime, anyplace. The result: easier work, happier men... 
lower cost loading! \f you load or unload trucks or railcars 
from ground level, you'll want a copy of Magline’s Bulletin 
—‘‘Everyday Ground-Level Loading Problems and How to 


Solve Them.” 
WRITE TODAY FOR BULLETIN DB-211 


VMagline Inc., P. O. Box 1910, Pinconning, Michigan 
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DUN-MOR RUSTLESS ALUMINUM 


Rugged lifetime aluminum guides with 
genuine Stimsonite lenses, front and 
rear, reflect headlights and back-up 
lights to protect lawn, shrubs, and 
cars from damage. Gleaming, twisted 
aluminum for lasting beauty. Will not 
rust or rot. Five sizes for every need. 


List Price 
No. 220 — 20” tall, 1” red reflectors, 
1/8” x 1/2” body stock 
(Packed 6 to a Display Card) 
No. 223 — 20” tall, 3” red reflectors, 
1/8” x 1/2” body stock ‘ 
(Bulk Packed Only) 
No. 230 — 30” tall, 1-3/4” red reflectors, 
3/16” x 3/4” body stock $1.45 
(Packed 6 to a Display Card) 
No. 236 — 36” tall, 3” red reflectors, 
3/16” x 3/4” body stock 
(Packed 6 to a Display Card) 
No. 248 — 48” tall, 3” red reflectors, 
3/16” x 3/4” body stock $2.15 
(Bulk Packed Only) 


Numbers 220, 230 and 236 come mounted 
six to a handsome, throw-away Display 
Card as shown in illustration at left. 


DUNCAN-MORRIS CO. 
48 N. VALLEY ST ° 
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The Philip Carey Mfg. Company 
Cincinnati 15, Ohio 


MIAM 


Miami Cabinet Division 
The Philip Carey Mfg. Company 
Middletown, Ohio 
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New Equipment 
(begins on page 96) 





Masking Tape Stencils 


A new system for painting signs in- 
volves letters and numerals die cut out of 
masking tape having adhesive and crepe 
paper backing. Items can be outlined on 
paper. If the die cut letter is used, paint- 
ing over the background makes both the 
same color. If the outline is used, paint- 
ing leaves only the letter in color. Sticki- 
bak 2 in | starter kit is in a merchan- 
diser display with 890 letters 3” high. 
A custom kit includes the starter kit plus 
a Selection of 1”, 2” and 4” letters. Dealer 
discount is 50%. Write C. O. Dicks Co., 
Dept. BMM, 8850 Hubbell Ave., De- 


troit 28. 
Circle Na. 237 on Handy Cover Cord 


New Mobilifts 

New Mobilmatic transmission in 2- 
and 3-ton capacity lift trucks gives on- 
the-go shifting with two speed ranges 
forward and two more reverse. Inching 
is done by touching the brake pedal 
even when mast is being raised at full 
power. MY-40 and MY-60 have final 
drive with spiral gear reduction and con- 
ventional differential. Maintenance time 
has been reduced by accessibility to all 
parts. Two new Mobilift trucks have 
power steering and industrial torque 
converter. Motec Industries inc., Dept. 


BMM, Hopkins, Minn. 
Circle No. 238 on Handy Cover Card 


Circular Saw Sharpener 
A new compact sharpener for all 
types and sizes of circular saws attaches 


to any bench grinder or motor equipped 
for grinding wheel. It is claimed to 
round saw to perfect circle, grinds tooth 
gullets to uniform depth, shapes and 
sharpens teeth. Sold on a 30-day trial 
basis with all parts guaranteed, the 
$39.50 item mounts right or left for 
convenience. Belsaw Machinery Co., 
Dept. BMM, 315 S. Westport Rd., Kansas 
City 11, Mo. 
Circle No. 239 on Handy Cover Card 





Mobile Radio Set 

A new high-powered 2-way radio set 
is claimed to be the only 100-w. VHF 
mobile set on the market. Slimline model 
6N100/SLT is said to give greater range 
from car to car or car to base, and 
eliminates dead spots. Only one small 
coaxial cable is needed to connect the 
transmitter-receiver and amplifier. Model 
7N100/SLTA is also available for low- 
band operation. Price of Aerotron, com- 
plete with all standard accessories, is 
$595 for the VHF system, $615 for the 
low-band unit and $250 for amplifier 
alone. Aeronautical Electronics, Inc., 


Dept. BMM, Box 6527, Raleigh, N. C. 
Circle No. 240 on Handy Cover Card 





Amazing 
New Design 


makes 


PANE L ‘LIFT 
LOWEST-PRICED 


ELECTRICALLY-OPERATED | 
interior view of Panel-Lift door shows 

ALL-STEEL GARAGE-DOOR absence of overhead tracks, springs 

ON THE MARKET! and counterweights. 

e Elimination of costly, space- ae 

wasting, hard-to-install overhead T 

tracks, springs and counter- | 

weights reduces initial cost of 

Panel-Lift Doors and slashes in- 
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Sturdy steel panels glide up 
and down smoothly and quietly 


MULTIPLEX Display Panels 
make your selling job easier 


You can display panelling, wallboard, siding, trim, flooring, etc., 
on Multiplex Swinging-wing Panels. Items should be properly 
identified as to sizes, prices, practical uses, etc. 

Our catalog has complete information on how-to-use Multiplex 
—plus construction features, prices, etc. Clip this ad to your 
letterhead or billhead, and mail for your copy today. 


in heavy-gauge steel side-guides. 
above 


| 
| 
stallation and maintenance costs. | 
I 


Panels nest compactly 
opening when door is open; 
provide weathertight seal when 
door is closed. 

For residential or industrial 
installations you can’t beat an au- 
tomatic, all-steel Panel-Lift Door. 


Li 

Closed panels 

form weather- 
tight seal. 


Door open. 
Panels nested 
above opening. 


Write for details and specifications. 
Address Dept. M-109. 


PANEL: LIFT DOOR CORPORATION 
1724 CHESTNUT STREET + PHILA. 3, PA. 


paleiee ” Wholly- owned subsidiary of Standard Toch Industries, Inc. 
Dept. E0!, Warne & Carter Sts. St. Louis 7, Missouri SEE OUR EXHIBIT » NAHB Show, Chicago ¢« BOOTH 22 
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hole 


This is the Universal 
Center Hole on a ‘‘Pro- 
duction’’ Paper Disc. 
So versatile it fits any 


¥%," or larger electric drill your cus- 
tomers have. Discs fit snugly on 
pads and sand both wood and 
metal. Attractive 5-disc packs and 


colorful displays boost impulse 


stor sales. Most popular simplified 
grits in both 5” and 6” sizes. Ask 


your 3M Man. 


**PRODUCTION IS A REGISTERED TRADEMARK OF 3M CO ST. PAUL 6, MINN 


Mienesora imine ano [famuracruring company 
eee WHERE RESEARCH IS THE KEY TO TOMORROW 
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BIG PROFITS 


NATIONALLY KNOWN! 
NATIONALLY ADVERTISED! 
This famous material is now 

packaged in eye-catching self- 
display cartons for impulse sales. 
15 matching wood colors and 
white for perfect matching of 
ail popular wood finishes. 

For fast turnover, quicker 
profits, display Famowood prom- 
inently. 

If you’re not handling Famo- 
wood now, get the facts today. 


Literature, prices, etc., sent im- 


mediately. 
(Distributor Inquiries Invited.) 


in a 


TaaleliMeee lak 


FAMOWOOD Is the PROFES- 
SIONAL’S all-purpose plastic... 
Boat builders, furniture makers, 
cabinet makers, etc., have 
found it the one sure answer 
to the never ending problem 
of correcting wood defects, 
filling wood cracks, gouges, and 
for covering countersunk nalls 
and screws. CAN BE USED UN- 
DER FIBER GLASS. 

Ready to use right out of the 
can, Famowood applies like 
putty, sticks like glue; dries 
quickly; won't shrink; takes 
spirit stains, and will not gum 
up sander. When applied 
properly Famowood becomes 
water and weather-proof, stays 
put under adverse conditions. 


BEVERLY MANUFACTURING CO. 
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EVERYTHING'S COMING UP PROFIT 
WITH NEW BARCLAY PLANK! 


Here’s how you can profit from America’s hottest-selling 
Melamine-coated wall panel. Profit because Barclay Plank 
boasts the fine built-in beauty sought by all craftsmen, yet costs 
much less than expensive laminates. Profit because it covers 
any kind of wall...new or old! Profit because it’s easy to install; 
saves labor costs. Profit because it comes in two 

styles: 44” tongue-and-groove and 48” butt edge. 

With Barclay Plank it’s profit all the way! Call 

your distributor today for samples and selling aids. 

BARCLAY MANUFACTURING CO., INC. (AN AFFILIATE OF BARCLITE 


CORP. OF AMERICA) DEPT. BM-10-PLBARCLAY BLDG., NEW YORK 51, N. Y. 
Circle No. 50 on Handy Cover Card 
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RICHARD: C. 
CHAPMAN, Mut- 
schler Bros. Co. 
marketing vice 
president. 


JOHNS, 
center 


Homemakers. 


DR. JOSEPH W. 
THOMPSON, 
MSU sales _ man- 
agement specialist. 


ARTHUR C. 

design 
director, 
Living for Young 


ae >) 


kitchen and color 
consultant. 


Two Kitchen Training Schools 


All phases of kitchen planning and management will be 
covered by new industry training organization, which has 
scheduled sessions in Miami Beach starting in December. 


MIAMI BEACH—A choice of two 
professional 2-week kitchen planning 
and management training schools for 
building materials dealers and others 
will be held here Dec. 10-22 and Jan. 
7-19. 

KITS, Inc., new kitchen industry 
training organization formed by R. C. 
Chapman and associates, will conduct 
the two schools at the Carillon hotel, 


12-month design and merchandising 
kitchen service for 1962 will be of- 
fered in connection with both schools. 

First course, from Dec. 10-16, will 
be devoted to kitchen planning, design- 
ing, perspective drawing and _ tested 
kitchen selling and advertising tech- 
niques. It will be repeated Jan 12- 
19. Second course, Dec. 15-22, will 
feature kitchen management, market- 
ing and merchandising. It will be re- 


GEN YOUNG, 


peated Jan. 7-13. Trainees successful- 
ly completing the first course will be 
registered by KITS and Michigan 
State University as “Master Kitchen 
Designers.” 

Emphasis in both courses is on pro- 
fessional problems of executive and 
salesman. Lectures, laberatory  ses- 
sions, workshops and individual con- 
ferences will be held. Fees will include 
double occupancy rooms, three meals 
a day, entertainment, textbooks, study 
outlines, reference materials and mer- 
chandising services for 1962. 

Fees are $1,650 for the combined 
2-week course; $1,250 each for ad- 
ditional enrollees from the same firm; 
$950 for the 1-week “Master Kitchen 
Designer” course; $850 for the 1-week 
management course; and $750 for 
each additional management enrollee 
from the same company. 

Special family rates for non-trainees 
are $75 per person per week, double 
occupancy with all meals included, 
for the December school and $150 
per person per week for the January 
school. Details from KITS, Inc., 75 
E. Wacker Dr., Chicago 1. 


Novelty Displays Pay Off 
DENVER—Originality in designing a 
U.S. Plywood Corp. wood finishes 
point-of-purchase display recently won 
$500 for A. K. Lodge of House of 
Plywood, Inc. He showed Weldwood 
Firzite and Satinlac on small stands 
attached to sample USP Paneling. 


Oceanfront at 68th St. A continuing 








REDUCE delivery costs. 
UNLOAD a LOAD or HALF LOAD at a time 
| with an 
. R-B ROLL-OFF 
truck body 


Complete bodies shipped KD. Easily installed. 
Write, wire or phone for catalog and prices. 


The R-B Co. 


1921 Gwinotte, Kansas City 20, Mo. 
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$100,000 Public Auction Sale 


SAWMILL, LOGGING AND 
LUMBER HANDLING EQUIPMENT 


Sat., October 21, 10 am 


Alan Wetzel Lumber Co. 
Natchez, Miss. 


Used equipment sale, most equipment good condition. Contact 
the auctioneer or company for equipment list. Financing avail- 
able for qualified buyers 
W. E. HANCOCK, AUCTIONEER 
Box 828, Jonesboro, Ark., WE 2-2530 














Circle No. 39 on Handy Cover Card 


October 9, 


No. 4-L 
SINGLE SURFACER 


Just dial the ''mike’’ for 
INSTANT PLANER ADJUSTMENTS 


Micrometer Adjustment Control of Buss wedge bed 
planers lets you plane faster, cleaner and more 
accurately. Just dial the .001” graduated 
micrometer to accurately adjust lower rolls 

for rough and finish cuts. Settings can be made 
even while planer is running. Sectional feed 
rolls, chip breakers and four driven rolls 
offer anti-kick-back operation. Built-in Faet'SioNe, 
knife grinder, variable speed. Sizes 24”, 26”, 

30” x 8”. Write for Bulletin #61. BUSS 


q a, ) 
PLANER SPECIALISTS SINCE 1862 * Qt 


BUSS MACHINE WORKS, INC. 


A Subsidiary of Greenlee Bros. & Co., 
238 EIGHTH STREET EX 2-234! HOLLAND, MICHIGAN 
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Board’ This is how the “‘business”’ 

side of ‘‘RESINITE”’ Floor 

Surfacing Paper looks to a floor. And 

eye if you’re looking at the business side 

of your rental floor sanding trade you'll 

« find it pays to carry this quality 

View paper. Easiest of all to stock and 

sell, ‘“RESINITE”’ is available in cut 

sheets and discs to fit your machines; in simplified 

Fine, Medium, and Coarse grits; and backed by a 

complete promotional program that’s available to 
you free of charge. Ask your 3M Man. 


**RESINITE 1S A REGISTERED TRADEMARK OF 3M CO 


Mienesora Vfinine anno \ffanuracturine E> | 
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T-50 STAPLE GUN 


SHOOTS 


A STAPLE WHEREVER 
YOU'D DRIVE A NAIL! 
AS ADVERTISED IN 


ARROW FASTENER CO., INC 


Junius St, Brooklyn, N. Y 











You can fix anything with an Arrow T-50 
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Make the Right Move 
Get the Job Done 


—y -Y-} 1 
FASTER 


SAFER 
Use... 


One man using a Twin-Tilt® truck (there is no re- 
handling) can actually move a 16-ton load in 14 hour 
Normally it would take a man using an ordinary hand 
truck 4 times as long. 


SAVE SPACE—You can save foot after foot of stor- 
age space by using a Twin-Tilt® truck. A Twin-Tilt® 
truck will move in and out of aisles just inches wider 
than the width of a row of merchandise. With its pat- 
ented lever action, the load is stacked on a pallet once 
—Twin-Tilt® does the rest. 


REDUCE ACCIDENTS—Twin-Tilt® truck carries 
an automatic safety device, Swingard. All trucks on 
new sales sold with Swingard. Swingard is always out 
of the way when the truck is in use, but swings down 
into support position if the load is suddenly released. 
It reduces worker injury. 


SAVE MONEY —A Twin-Tilt® truck will more 
than pay for itself in a short time, especially where 
floor space is at a premium. 


Write, wire or phone for complete details 


yi, TRUCK COMPANY 


P.O. Box 1, St. Bernard 
Cincinnati 17, Ohio 
Please send me literature and prices on Twin-Tilt. 


NAME__ 
oS = Ra 


ADDRESS CITY. ee ee 
ee ee eee 


Circle No. 55 on Handy Cover Card 





101 





Warehouse Executives Paid 
According to Annual Sales 

CHICAGO—As expected, the annual 
salary rate of warehouse executives 
is directly related to the amount of 
total annual sales of the firm, accord- 
ing to a recent survey by the National 
Building Material Distributors Assn. 

Bonus, fringe benefits and sick leave 
are quite liberal at the 143 firms re- 
porting, M. L. McCreery, NBMDA 
president said. Presidents’ salaries 
ranged from $6,500 to $65,000; vice 
presidents’ from $5,000 to $60,000 
and branch managers’ from $4,000 to 
$25,000. 








( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood of plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it wo KS BETTER. 


WILL NOT SHRINK 
STICKS AND STAYS pifr 
t) 








Most dealers report? 
f Dur- 

k - Hard 

y keep 


; ’ What’s more, 

Durham's Rock- 

Hard Water Putty 

gives you by far the 

best profit margin on 

any préduct of this 

nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham's Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
lay. Available in. 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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Florida Dealer Sponsors Wood Clinic 


Fr. LAUDERDALE, FLa.—Strength, 
utility, beauty and durability of struc- 
tures built of wood was the theme of 
a recent Wood Clinic sponsored by 
Causeway Lumber Co. Fire resistance 
and superiority of wood joists over 
steel were also emphasized. 

“Because of the efforts of the lum- 
ber industry to improve the quality 
and usability of wood through scien- 
tific research, leading architects are 
now making greater use of it than at 
any other time in the last 25 years,” 
declared W. F. Walker, head of Dant- 
zler Lumber & Export Co., Jackson- 
ville. “Florida now ranks first in the 
nation in the number of acres planted 
to new forests.” 

Col. O. L. Whiddon, president, and 
Gene Whiddon, general manager of 
Causeway Lumber Co., were hosts at 
the clinic. Robert F. Goodney, re- 
gional technical promotion manager, 
National Lumber Manufacturers Assn., 
was a principal speaker. 

“Modern wood schools are not only 
beautiful to look at and cornfortable 
for the students, but are economical 
to erect and maintain,” said Good- 
ney. “Wood is also fire resistant and 
new fire retardant treatments add pro- 
tection against flame spread while the 


PARTICIPANTS IN WOOD CLINIC—W. F. 
Walker, left, president, Dantzler Lumber 
& Export Co., Jacksonville; Virginia 
Young, chairman, Broward County school 
board; Col. O. L. Whiddon, president, 
Causeway Lumber Co., sponsor of the 
clinic; Robert L. Goodney, regional tech- 
nical promoton manager, National Lum- 
ber Manufacturers Assn., main speaker. 


wood is supporting the roof.” 

Participating in the lumber and 
building materials dealers’ clinic were 
architects; school, county and city of- 
ficials; engineers; officials of the city 
building department; and FHA and 
VA representatives. 





Evans Rule Displays 
Top 20,000 in 60 Days 

EvizaBETH, N. J.—Evans Rule Co. 
volume increased 30% in the first 60 
days of its display space-for-cash rent- 
al program, company officials said. 
More than 20,000 of the merchandis- 
ing displays were hung in retail lumber 
and hardware stores across the coun- 
try in that time. 

Dealers who contract to place the 
Evans display in their stores receive 
rental payments every six months for 
three years totaling either $24 or $36 
according to the display. It was orig- 
inally estimated the program would 
cost $450,000 over the 3-year period, 
but now Evans officials say total cost 
of the Fast Turnover promotion will 
exceed $500,000. 





THE FIRST LOW COST 





PLANER-MOLDER 


Form Plastic Panel Group 

ST. PETERSBURG, FLA.—Formation 
of Panel Technology, a new consult- 
ing organization for the reinforced 
fiberglass panel industry, has been 
announced by Anver S. Suleiman, 
former vice president of Valco, Inc., 
panel producer here. 


The New Belsaw 910 turns rough lumber into 
all popular Millwork Patterns. 
Now a _ production machine that PLANES, 
MOLDS and SAWS in one continuous power 
feed operation. A versatile money-maker for 
our shop. 

he Belsaw 910 face molds up to 11 inch wide 
stock or edge molds to 6 inches wide—plaies 
stock 12%4 inches wide by 6 inches thick. Saws 
244 inches thick. Power feeds 22 feet a minute 
with 3 or 5 H.P. motor 

Delivered on easy payment plan with full money 
back guarantee. 

Find out today how the 910 can provide extra 
production and more profits for your company. 


COLOR PUBLICITY PROMOTION is avail- 
able free to newspapers from Simpson 
Timber Co., Seattle. ‘‘California Red- 
wood is Popular Choice for Warmth, 
Beauty”’ features two black-and-white 
illustrations and a 5-column full-color 
illustration with the redwood story. 


Send for Complete Facts Today 


BELSAW MACHINERY CO, 


9092 Field Bidg., Kansas City 11, Mo. 





YP 
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HE DIDNT GET 
170 VISIT MS 


Pr ang 8 


TH 


No Down Payment - No Monthly Payments 


In fact no payments at all are necessary. Can you believe 

A truly exquisite southern bungalow like this that would add 
joy and prestige to any discriminating neighborhood could | 
yours without you putting forth any effort. How? — Dor 
paint, repair or remodel your home and in a few years you too 
can own a house as attractive as this 


However, if you don’t happen to prefer this distinctive styl: 
of architecture, call or see Mrs. Dort at MILLS G NEBRAS 
KA’S Home Planning Center right away. Mrs. Dort has helped 
hundreds of you ladies with ideas and suggestions about re 
modeling or building. She has no down payment remodeling 
loans, a library of plans and ideas, 1,152 paint colors, reliable 
carpenters, builders and painters to recommend and all kinds 
of advice. Here's the chance for you ladies to get the free in 
formation you need to beautify or enlarge your home 


MILLS¢N EBRASKAS LUMBER 


| OPEN HOUSE 


“FLORIDA ) 
i 


- 
LIC cuss SE 6 
re 


MILLS & NEBRASKA 


LUMBER 


1602 North Mills St., Orlando 


MILLS & NEBRASKA ~ 
LUMBER 


GArden 2-3111 


Promotion That Attracts Attention 


P hil Igou has attracted nationwide 
comment with his screwball ads 
that are aimed primarily at custom- 
ers around Orlando, Fla., where Phil 
has a beautiful new showroom under 
the name of Mills & Nebraska. (See 
BMM, July 17, 1961.) 

Phil’s ads are usually aimed at 
women prospects and often feature 
an employe (picture of one woman 
employe was labeled: “Miss Informa- 


tion, Not Missinformation”) with an 
invitation to drop in and discuss re- 
modeling problems. 

The ad shown at right above was 
reproduced by a national business pub- 
lication because of the unusual copy 
and approach to the remodeling mar- 
ket. One woman customer asked for 
the negative of the picture, which she 
used on her Christmas cards. 

Phil says these ads, which he writes 


himself, cause a lot of comment. 

He also draws attention to M&N 
with the hearse he bought a _ few 
months ago. Sign reads: “We Service 
Our Customers All the Way.” Priot 
to the new showroom opening, a 
sign at the rear added, “What a 
pity! He didn’t get to visit Mills & 
Nebraska’s Open House.” The hearse, 
sometimes used for small deliveries, is 
kept in the company parking lot. 





MEN /n the news 


* Donald I. Plummer has been ad- 
vanced to executive vice president and 
David Difford to general sales manager 
of Vancouver Plywood Co., Van- 
couver, Wash. 


* John H. Parker has been named 
sales development manager for Rock- 
well Manufacturing Company's Power 
Tool Div., Pittsburgh, Pa. 


* Galen Miller was elected president 
of Towmotor Corp., succeeding C. 
Edgar Smith who will become execu- 
tive committee chairman. 


* Claude B. McMillan has been 
named marketing and_ advertising 
manager for the Atkins Saw Div. of 
Borg-Warner Corp. 


* Paul Brown has been named sales 
manager of Malta Manufacturing Co., 
Gahanna, Ohio. 


¢ Clare Stout has been named sales 
manager of Andersen Corp., Bayport, 
Minn. Hugh Andersen, previously 
sales manager, becomes treasurer of 
the firm. 


* G. Cleveland Edgett has _ been 
named assistant to the vice president 
of the West Coast Lumbermen’s Assn., 
Portland, Ore. 


* Carroll K. O'Rourke, formerly 
manager of merchandising, has been 
appointed consumer market manager, 
Weyerhaeuser Co., Tacoma. 


* Monford A. Orloff, formerly presi- 
dent of Aberdeen (Wash.) Plywood 
& Veneers, Inc., was elected vice-pres- 
ident and a director of Evans Products 
Co., Plymouth, Mich., which recently 
acquired Aberdeen. 
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* Don A. Proudfoot has joined AI- 
lied Chemical Corporation’s Barrett 
Div. as general marketing manager. 


* Howard M. Findley has been ap- 
pointed merchandise manager to head 
up all interior products, Peg-Board 
products and surplus sales for Ma- 
sonite Corp., Chicago. At the same 
time, J. B. Palmer, was named mer- 
chandise manager to head marketing 
of exterior, agricultural and concrete 
forming products. 


* Robert C. Vereen, Liberty Dis- 
tributors, Philadelphia, was elected 
chairman of the Hardware & House- 
wares Packaging Committee of the 
Packaging Institute for the coming 
year at the quarterly meeting, Aug. 
25 


* Carl S. Bauman has been appointed 
general sales manager of the P. & F. 
Corbin Div. of The American Hard- 
ware Corp., effective Sept. 1. 
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Curtailment vs. 


Creative Sales Development 


Under certain conditions, cost reduction—as a tool for conserving 


profits—may defeat its own purpose. 


By ART HOOD 


Written especially for Building Materials Merchandiser 


Art Hood = 





UILDING MATERIALS MANAGEMENT, at both 
production and distribution levels, seems to have two 
schools of thought when sales slow down. 

One group of managers will decide to “batten down the 
hatches,” put on a strenuous economy drive and get set “to 
ride out the storm.” 

This group will curtail every budgeted expense includ- 
ing advertising and sales development costs. 

Because this policy includes advertising and sales de- 
velopment costs, it often lowers the morale of the sales or- 
ganization and accentuates the decline in sales volume. 
However, such a policy is healthy and constructive where 
it succeeds in eliminating or minimizing waste, cutting out 
frills, and trimming out the dead wood in an organization. 

But, in applying this policy, management should recog- 
nize the law of diminishing returns inherent in the policy if 
its application discounts the creative value of sales develop- 
ment expenditures and goes beyond the elimination of 
waste and inefficiency. 

A second group of managers, when faced with a similar 
slump in volume, will segregate their sales development 
costs from other expenditures in their economy drive and, 
after eliminating waste in this area, will deliberately expand 
creative sales promotion even to the point of increasing the 
percentage of sales costs to sales volume. These are the 
companies which forge ahead of their competition in a 
recession. 

The classic example of these two policies in action is 
the post-war history of Montgomery Ward and Sears Roe- 
buck. The former, under the direction of Sewell Avery, 
adopted policy #1, while Sears Roebuck applied policy 
#2. The results are a matter of history. 

Fortunately, association facilities in the building ma- 
terials industry can now make available statistics as to the 
performance versus costs of competitive manufacturers, 
wholesalers and retailers. 

Those companies forging ahead of their competitors at 
all levels and among most commodities are those with 
expanding creative sales activities in times of recession. 

What do these extra successful companies have that 
their competitors do not have? Perhaps it is only a better 
understanding of the economic forces underlying the mar- 
keting problem. The economic forces which bring about 
this growth in some companies, versus decline in others, 
deserve careful study by all management. 

Two principles would seem to apply: (1) distribution 
costs are not too high if additional profitable volume is 
secured without waste, and (2) distribution costs are never 
satisfactorily low if there is the slightest waste in the proc- 
ess. Cost saving should be the goal in budgeting operating 
expenses, while increased consumption volume should be 
the goal of sales development expenses. 

Another principle is that creative sales development of- 
ten involves new and increased customer services which, 
temporarily at least, give one company a distinct advan- 
tage over the competition. 

For example, one well known building materials manu- 
facturer developed and installed a training course for 
package-selling retail salesmen and is currently enjoying 
volume well beyond the industry trend. 

The essence of creative sales development is in increas- 
ing consumer volume. Sales into consumption are what 


really matter. 

The consumer is peculiarly susceptible to ingenuity and 
creativity in the area of expanded services. 

This “packaging” of complete service for the building 
industry often adds to the percentage of sales costs against 
volume, but if the consumer is willing to pay for it, plus an 
increased profit too, why not enjoy the diverted volume? 

That is why the sales expense percentages and gross 
profit percentages of the more profitable companies are 
often higher than industry averages. Offsetting these in- 
creased costs is the fact that increased budgets for creative 
sales development can often be tied, through incentives, to 
actual sales performance. 

We in the building industry should keep in mind that, 
even in the slow periods we have experienced, there is a 
tremendous backlog of unfilled needs in the home im- 
provement market in the neighborhood of $70 billion 
dollars of potential sales volume. 

Actually, the annual home improvement potential be- 
yond presently realized volume is equivalent to the sales 
volume produced by a million new homes. The only limits, 
then, to the profitable employment of creative sales de- 
velopment policy are the potentialities of the consumption 
market. 

Fortunately for us in the building materials industry, the 
consumption potentials are limited by only two factors: 
consumer buying power and the effectiveness of the crea- 
tive sales effort. It is unwise for anyone in the building in- 
dustry to underestimate, under-value or sell short the Amer- 
ican public’s appetite for better housing. The simple truth is 
that, because of the comparative lack of creative selling of 
home improvement packages to consumers, our industry 
has never had its proper share of the available consumer 
dollars. 

Curtailment might be a sound policy if an industry’s de- 
mand was temporarily saturated, but there is no saturation 
point in the housing industry, up to the buying power of the 
consumers (including liberalized credit terms). 

Manufacturers, wholesalers and dealers who have 
climbed to the highest profit brackets in the industry 
seem to have made this important discovery—it is wise not 
to curtail but to judiciously expand creative selling costs. 
Let no one say the cost of profitable sales is too high until 
someone comes up with a less costly way. 

On the other hand, let no one in the organization believe 
that any unjustifiable expense will be condoned—whether 
administrative, operating or sales. The other half of the 
coin is that no distribution costs are sufficiently low if 
there is the slightest waste in the process. And any cost is 
too high if it is higher than it needs to be to produce the 
same results. 

In all cost analysis and cost reduction programs, there- 
fore, let’s fight inefficiency and waste; but when it comes 
to productive expenses like advertising, sales promotion 
and personal selling, if the market opportunity is there 
let’s not hesitate to spend money to make money. 

Not every company in all branches and divisions of the 
building materials industry probably can or will capitalize 
on creative selling into consumption, but there is certainly 
ample room for more leaders than we have at the present. 

Let’s hope that more get going. 

—Art Hood 
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ESSEX ILIN 


CHICAGO’S NEW DOWNTOWN MOTEL 
Michigan Ave. at 8th St. - Across from Conrad Hilton + Chicago - WE 9-2800 - TWX-CG82 


Now — enjoy the relaxed informality of motel living, with all the con- 
venience and facilities to meet today’s business demands! A dignified 
Reserve Now For location on famed Michigan Avenue, overlooking beautiful Grant Park 
N.R.L.D.A. CONVENTION and the Lake...closest motel to theatres, museums, art centers, and concert 
halls, McCormick Place and all convention centers, commercial and shop- 
November 4th thru November 7th, 1961 ping areas. All airport limousines stop at our door. Free covered parking 
At at motel, with in-and-out privileges; also free TV, radio, ice cubes, 
and wake-up coffee in every room. Heated outdoor swimming pool with food 
Conrad Hilton and and beverage service, cabanas and lockers. New luxurious rooms and hos- 
‘ pitality suites, air-conditioned and soundproofed for comfort and privacy 
McCormick Place S lly d | d b od 
pecially designed meeting and banquet rooms, accommodating up to 
500 persons; closed circuit TV, projection equipment and public address 
systems available. Three atmospheric dining rooms, unique cocktail par- 
modations nearest to McCormick Place. lour, and room service; 24-hour switchboard, self-dialing telephones; 
Write for reservations:—Dept. 37 valet, laundry. For a weekend in town, for group conferences, for visit- 
ing executives and clients, make your reservation now at Essex Inn or 
through your travel agent. 











Essex Inn offers finest, first class accom- 











Relax from your busy day with a stimulating dip in this king-size All major credit cards honored . 
heated pool... lounge on the patio, with a satisfying snack or beverage. *** member of AAA, Best Western Motels, and Quality Courts 





Circle No. 59 on Handy Cover Card 





Classified 
Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


1 Time—30c per word fer each insertion. 
Minimum eharge of $1.50 per line. 


2 Fimes—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 


Neo agency commission or cash discount 
allowed. 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
owed. Replies forwarded without additional 
charge. Count five words to a line and when 


less are specified or used, regular line rate is 
LL 





SALES REPRESENTATIVE 
WANTED 








Expanding eastern manufacturing firm offer- 
ing line of drywall corner beads, waliboard 
joint tapes, wall ties and plaster grounds, de- 
sires active commission sales representation. 
Many choice protected territories still open. 
Reply to: P. O. Box #97, Garwood, N. J 





SITUATION WANTED 











Experienced lumberman, 25 years. Lineyard 
purchasing agent. Yard manager. Sales man- 
ager. FHA financing and construction. De- 
sire change to Southwest. Top references. 
Address Box R-43 Building Materials Mer- 
chandiser. 





LUMBER FOR SALE 











2x2’s—2x3’s—2x6'’s—8’ and 10’ Spruce, White 
Pine and Douglas Fir. Make reasonable offer. 
Interstate Saw Mills, Cimarron, New Mexico. 





Let us quote delivered prices 
FARM FENCING CYPRESS 
Tidewater Red or Deep Swamp Yellow 
1x6, 1x8, 1x10, 1x12 
Heavy 12’, 14’, 16’ lengths 
JAMES E. STARK CO., INC. JA7-5396 
P. O. Box 142, Memphis, Tenn. 





charged. When answering box rs oF 
maiiing copy for ads address them to: 


BUILDING MATERIALS MERCHANDISER 
59 East Monroe St., Chicago 3, Ill. 
Phone Fi 6-7788 





HELP WANTED | 





SAN DIEGO LUMBERMEN’S ASSOCIATION, 
with over forty years’ continuous operation, 
seeking Manager. Lumber management and 
organizational experience desirable. Salary, 
car, expenses. Submit complete resume to 
PRESIDENT 

SAN DIEGO LUMBERMEN'’S ASSOCIATION 
1348 “E” STREET 

SAN DIEGO 2, CALIFORNIA 





Outstanding opportunity for experienced 
retail lumbermen. Salesmen, managers and 
countermen. Large midwest lumber company 
needs energetic and imaginative men who 
are merchandising conscious. Salary and 
commission as well as pension plan and 
insurance. Good men cannot afford to pass 
up this opportunity. Address Box R-45 
Building Materials Merchandiser. 





Large, well-established wholesaler desires 
to expand Ohio operations. Have openings 
for aggressive salesmen experienced in 
selling to dealers and wood-working in- 
dustrials. Excellent opportunity. Have sev- 
eral territories open. Replies held confiden- 
tial. Addrexs Box R-46 Building Materials 
Merchandiser 





PLANT MANAGER - Listed multi-division 
company needs seasoned manager for a 
plant. 10-15 years’ previous responsibility 
preferably in light metals fabrication and 
assembly operations, standards, production 
scheduling and control, manpower, methods 
and tooling, product service, and general 
administration. Send resume personal, ed- 
ucation, work history and other details in 
confidence. Location: Southern Mass.-Prov- 
idence area. Must be willing to relocate 
Address Box R-49 Building Materials Mer- 
chandiser. 





SALES EXECUTIVE - Top rated Multi-plant 
corporation producing quality metal building 

roducts seeks sezsoned sales executive 

ust have proven sales managment record 
amongst distributors and general contractors 
and possess ability to achieve and maintain a 
minimum annual sales volume of $10,000,000. 
Address Box R-48 Building Materials Mer- 
chandiser 
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| BUSINESS OPPORTUNITY 








Investment house seeks contact with multiple 
yard company desirous of disposing of their 
entire holdings for estate settlement pur- 
poses or other reasons. Completely confi- 
dential, all inquiries answered. Write Arthur 
A. Hood, Marketing Consultant, c/o Building 
Materials Merchandiser. 





BUSINESS FOR SALE 











Building material business in Virginia. 
Ample warehouse and yard space. About 
fifteen thousand will cover stock. Will sell 
or lease land and building. Address R-39 
Building Materials Merchandiser. 





For Sale: Retail Lumber qard. Danbury, 
Conn. Vicinity. Price $75,000 including 
trucks, equipment and inventory of 20 to 
—— oodfellow & Ashmore, Danbury, 
onn. 





Live and prosper in central California. Long 
established lumber and building materials 
firm. Small city centering rich agricultural 
region. Two banks. Substantial wealth per 
capita. Good business and facilities. Low 
cost operation. Thirty minutes from state 
capitol. Fifteen from university. Sound fu- 
ture. Inventory at market. Terms or lease 
on property. Address Box R-44 Building 
Materials Merchandiser. 





For Sale: Well established Lumber Yard 
including stock of Hardware and Paint, 
located on main highway in Northern Illi- 
nois. Volume of business doubled in last four 
years. Attractive office with all good build- 
ings and large work shop. Address Box R-47 
Building Materials Merchandiser. 





MISCELLANEOUS FOR SALE 








CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CoO. 
119 North Fourth Street 
Minneapolis 1, Minn. 





Casement Steel Windows (900) 
All new All sizes 
some Hardware 
$4.50 each or $2500 entire lot 
REDER, 2080 Front St., East Meadow, NY 





| MISCELLANEOUS FOR SALE 





CHAIN LINK FENCE. Direct from factory 
to you. Wires, posts, rails, fittings. Will ship 
wire or any accessory separately. Write con- 
cerning dealership in your area. Ship any- 
where. Contact: TE 3-7587, B. W. Kemp, 
944 Main St., Beaumont, Tex. 








RAILS WANTED 








RAILS: New and Relaying. Bought and Sold. 
1000 Good Serviceable Kiln Trucks in stock. 
M. K. FRANK, 489 Lexington Ave., New 
York 17. 400 Park Bldg., Pittsburgh 22, Pa. 





BE A SALES MANAGER in your imagina- 
tion and win this 1962 compact car, one 
of three grand prizes in Armstrong Cork 
Co. dealers’ $35,000 contest. Finish the 
statement ‘‘If | were the Armstrong Vinyl 
Accolon sales manager, here's what | 
would do to boost Vinyl Accolon 
sales. . ."’ in 50 words or less. The Arm- 
strong dealer submitting the winning en- 
try receives his choice of the car, $2,000 
in cash or a 2-week all-expense paid 
trip to Europe for two. 








12-PAGE 
TRUSS 
REPRINT 


Now available is a special 12- 
page reprint discussing all phases 
of truss fabrication for residen- 
tial construction. 


Titled “Truss Making Makes 
Sense,” this reprint is the most 
complete, most up-to-date job of 
reporting available on the sub- 
ject. 

Single copies 25¢ 


Remittance must accompany order 


QUANTITY PRICES ON REQUEST 


BUILDING MATERIALS Merchandiser 


59 E. Monroe St., 
Chicago 3, Ill. 
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Fallout Shelters 
(begins on page 76) 





shop (see BMM, Aug. 28). The ply- 
wood walls make it possible to finish 
the structure attractively and provide 
a good surface for installation of 
built-ins. 


Above-ground units. The first type 
of above-ground shelter offered by 
DFPA is essentially the same as the 
below-ground one, except it requires 
less excavation or can be built where 
rock occurs near the surface. Covered 
with 3’ of earth, it is said to provide 
about the same protection against 
blast, fire and fallout. 

The other above-ground model is 
rugged structurally, DFPA said, and 
offers full protection against fallout. 
However, it doesn’t offer the same 
degree of blast resistance. It is suited 
for building away from a prime target 
area where radiation would be the 
principal hazard. 

It is about midway between the 
underground shelter and the basement 
model in resistance to fallout. By using 
a high-appearance grade of plywood 
such as Texture One-Eleven, the 
$1,000 shelter can be made attractive 
and its location makes it possible to 
use the structure as a storage building 
or extra sleeping room. 


Other plans. The West Coast Lum- 
bermen’s Assn. has also developed 
plans for a shelter. A brochure, “Atom- 
ic Fallout Shelter,” shows do-it-your- 
selfers how to build a shelter in exist- 
ing basements. Write WCLA, Dept. 
BMM, 1410 S. W. Morrison St., Port- 
land 5, Ore. 

Another booklet on family fallout 
shelters has been issued by the Cham- 
ber of Commerce of the United States, 
1615 H St., N. W., Washington 6, 
D. C. A copy is available without 
charge—ask for “Fiction and Facts 
About Family Fallout Shelters”. 

Armco Steel Corp., Middleton, 
Ohio, has developed a line of shelters 
that start with a simple basement unit 
selling for less than $400 to a spacious 
underground shelter providing what 
Civil Defense describes as “almost ab- 


APPROXIMATELY 800,000 PEOPLE vis- 
ited the above shelter, displayed for the 
first time at the Michigan State Fair re- 
cently. Family shelters of Pontiac, Mich., 
the manufacturer, is in the process of 
developing a dealer network throughout 
the country. 


solute protection”. 

Armco’s subsidiary, Armco Drain- 
age & Metal Products, Inc., will mass- 
produce the shelters, fabricated of 
steel components, in more than 40 


fabricating plants. 

To help finance fallout construction, 
FHA has ruled that fallout shelters 
are eligible for insured loans under 
the new rehabilitation and improve- 
ment provisions of the 1961 Housing 
Act. 

Housing Administrator Hardy said 
there would be no minimum on such 
FHA loan guarantees when the loan 
is used exclusively for construction of 
a fallout shelter. A number of states, 
including Maryland, New York, New 
Hampshire and Ohio have granted tax 
relief on fallout shelters. 


Hough Adds to Door Line 

JANESVILLE, Wis.—Hough Manu- 
facturing Corp. has purchased the 
Columbia-matic line of folding fabric 
doors from Columbia Mills, Inc., of 
Syracuse, N. Y., according to an an- 
nouncement by John E. Hough, presi- 
dent of the Hough firm. 
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Weyerhaeuser Co. . 


Zero Weather Stripping Co., Inc. 





Manufacturing 
plants at Toledo, 
Ohio and Ft. Lau- 
derdale, Florida. 
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See us at Booth £219 
at NRLDA Exposition. 


$140 Hercules Roof Truss Jig Table Assembly and 3 Men Produce 


48 ROOF TRUSSES PER DAY! 


SALES POTENTIAL FOR THIS SIZE HERCULES SYSTEM: 
$110,000 IN ROOF TRUSS SALES-PER YEAR 


This model shop shows 
roof trusses using Hercules truss plate 


all that’s needed to produce efficiently 
s: A versatile $140 Hercules 


jig table assembly and a 20 ounce hammer for each of your men 
plus the saw. A space of about 30 feet wide and 40 feet long is 
all you need to accommodate the Hercules jig table, work space 
and completed trusses! The Hercules jig table assembly can be 
adjusted to any span and pitch of truss. 


WE SEND OUR OWN FIELD ENGINEER TO HELP YOU PERSON- 
ALLY SET-UP YOUR TRUSS SHOP 


Write to... SINGS a7 VGTO) TVG Uh See 2 


4058 N. E. 5th Avenue — Fort Lauderdale, Florida 
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Have you heard about the latest discovery? It’s a replace- 
ment for the late show on TV—they call it sleep. 


* * 


The psychologist, after seeing the child, spoke to the mother. 
‘The secretary will set up an appointment for me to see your 
boy in two weeks. Then I'll begin to work with him. But 
meanwhile you need help too. You’re worried and upset about 
the child so I’m prescribing these tranquilizers for you. Take 
one every day until I see you again.” 

Sure enough, two weeks later the mother brought her son 
back to the psychologist’s office. 

“How is your boy getting along?” asked the psychologist. 

The mother smiled and replied, “Who cares?” 


~ x + 


They say the bigger a man’s head gets the easier it is to fill 
his shoes. 


* * * 


Tell us exactly what you want and that’s exactly what you'll 
get—right grade and specifications. That’s our job, filling your 
lumber and building materials needs just the way you want 
‘em. When you’re specific we’re terrific—The MAUK Lumber 
Co., of course. 

* * * 


Simple Celia advises: “Girls, use what mother nature gave 
you before father time takes it away.” 


~ * * 


Wife: “You swore at me last night in your sleep.” 
Husband: “Who was asleep?” 


= 


The salesman knocked, the door was opened and there, 
framed in the doorway, was as pretty a picture as he’d ever 
seen. 

“Oh, good morning, Madam,” said the salesman. “May I 
speak to your husband?” 

“Sorry,” replied the loveliness, 
won’t be back for a week.” 

The salesman took another look and sighed, “May I come 
in and wait?” 


“He’s away on business and 


* 


Do You Know What Dep'’t.: 

Do you know what a flashlight is? 
dead batteries. 

Do you know what a police helicopter is? The whirlybird 
that catches the worm. 

Do you know what a wise inventory is? MAUK stocked 
stuff, of course. 


A case in which to carry 


MAUK Seattle Lumber Co. 


Seattle, Washington 
* * * 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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New Literature 


HHNVTYUILENUUOUONDNNOUUENYUUAUGUNUUUUEASUUENL | MUNI 


Time-Saving Card—See Back Cover 


Resilient Tile. Three new full-color booklets illustrate the 
beauty, practicability and advantages of rubber, vinyl and as- 
phalt tile flooring. The fashion flair and easy care of Kentile 
vinyl floors is demonstrated in one brochure, which portrays 
the wide range of colors and styles available. Tips on how to 
design distinctive floors as well as do-it-yourself hints are in- 
cluded in the booklet on Kentile rubber tile. Beautiful room 
settings are shown in full color in the booklet dealing with as- 
phalt tile. Kentile, Inc. 
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Fiberboard Sheathing. “How to Save with the Sheathing 
that Insulates” is the title of an eight-page, two-color booklet 
describing the new industry insulating rating program for reg- 
ular fiberboard sheathing. It fully details how the product 
results in significant cost reductions for new homes. Insulation 
Board Institute. 
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Resilient Flooring. A 12-page booklet, entitled “Cracking the 
Inner Circle,” defines the remodeling market and suggests spe- 
cific promotional approaches Armstrong resilient flooring 
dealers may use to produce leads and close sales. Armstrong 
Cork Co. 
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Fire-Protected Treated Wood. Entitled “Fire-Safe Construc- 
tion Ideas in Action,” an illustrated folder tells how a firm 
saved valuable time and cut costs by using Non-Com fire-pro- 
tected wood as studding for the walls of a new store. On-the-job 
photographs show Non-Com being installed for permanent 
protection against fire, termites and decay. Wood Preserving 
Div., Koppers Co. 
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Plumbing Roughing-In. A new pocket-size, on-the-job ref- 
erence guide details efficient roughing-in dimensions and in- 
stallation methods for a representative selection of Crane 
lavatories, water closets, bathtubs, urinals, supply and waste 
fittings, drinking fountains, utility sinks and kitchen sinks. 
The “Roughing-In” booklet is available upon request. Crane Co. 
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Food Waste Disposer. A four-color, four-page illustrated 
brochure describes the design and operating features of the new 
Waste King Universal Imperial Hush household food waste dis- 
poser. It also details installation specifications. Waste King Corp. 
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Trucloader. An illustrated, four-page bulletin gives complete 
specifications on Trucloader, a new gasoline-powered fork 
lift truck of 1,000 pounds capacity. Charts on capacity, upright 
dimensions and drawbar pull are included along with scale 
drawings showing all dimensions of the truck. Clark Equipment 
Co. 
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Wood Block Flooring. Pacqua Div. of Forrest Industries 
offers a new four-color, four-page brochure detailing the ad- 
vantages of Par-Tile Forrest Wood Block Flooring. Included 
are photographs of different Par-Tile installations, product data, 
specifications and accessories. Plywood Service. 
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Yard Lighting. A new 16-page booklet tells how yard light- 
ing can be used to accent grounds, provide more home fun 
for young and old, give extra space for living and entertaining 
and extra hours for outdoor chores such as gardening, home 
repairs and painting. It shows how to plan yard lighting using 
available equipment and describes types of fixtures and bulbs 
for various purposes. Single copies are 25¢ each. Channing L. 
Bete Co. 
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Curtains, Andirons and Firesets. A new 32-page, Flexscreen 
catalog includes a variety of decorating ideas for the fire- 
place. Photographs of installations show the Flexscreens in 
various settings from colonial to contemporary. Also included 
is a working sketch of a mounting device that makes it pos- 
sible for a homeowner to install attached firescreens in less 
than a minute. For a copy, send 25¢. Bennett-Ireland, Inc. 
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6’ x 8’ 
Lean-to- Tool Shed 


4' x 6’ Santa Waves (Motion Display) 


For six consecutive years, profit-wise 
Dealers have used this tested plan 


Every home—every civic group, church and club— 
every retail establishment in your area, is a pros- 
pect for one or more of these big Christmas figures 
or displays. You sell the Easi-Bild* Patterns with 
which they are made. Each pattern gives the full 
bill of materials and paints needed—and you sell 
them all! 


The full-size pattern is simply traced onto 5” 
weatherproof Homasote, cut out with a key-hole 
saw and finished according to a foolproof, com- 
pletely specified, painting scheme. The method is 
quick and easy—the results are truly professional. 


There are also patterns for two motion displays 
(Santa Waves and Galloping Reindeer) —each 4’ 
high and 6’ wide. With these you also have the 
/pportunity to sell motors and linkage kits. 


MONEY 





40” 
Santa’s Reindeer 


Here’s how to 


MAKE 







hed 
NOVEMBE me 
DECEMBER 


mT) 


ae 


40" 
Christmas Carolers 






Trainboard and 
Christmas Tree 
Piatform 


Sell 5’x 8’ Homasote as Train Boards. For Christ- 
mas Tree Platforms—simply cut Homasote to size 
desired. (No patterns required). These are always 
in demand. 


Start now to display your Easi-Bild Patterns. Get 
them in stock. Cash in on this thoroughly tested 
plan which has helped many Dealers to make the 
last quarter one of the most profitable of the whole 
year! 

Write or wire us for the full details. Kindly ad- 


dress your inquiries to Department K-2. 
*T.M. Reg. Easi-Bild Pattern Company 


HOMAS OTE comeany 


TRENTON 3, NEW JERSEY 
Homasote of Canada, Ltd. « 224 Merton Street ¢ Toronto 7, Ontario 
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handising could be 
are department” 


says HENRY HESS 
HESS LUMBER COMPANY 
PINE ISLAND, MINNESOTA 


With National’s new Hardware 
Department Sign Kit, you can de- 
partmentalize your standard wall 
fixture into an attractive, sales- 
producing display. Kit includes 
twelve plastic signs, mounting 
clips, layout sheet, identification 
and stock control tags, and a color- 
ful 30-in. hardware sign. Dealers 
and their customers alike can 
now easily locate each item and 
desired size of National Visual-Pac 
builders’ hardware. 


al hardware is packaged for greater 
peal... buy-appeal. Picto-graphic 
;, decimal-packed for easier inven- 
yntrol, have a “‘tell-all’’ label that 
exactly what’s inside. The Visual- 
e offers you the broadest selection 
ders’ hardware available anywhere 
service packages. Join the swing to 
al...hardware that is packaged 
ay’s busy, merchandising-minded 
. Write for details on how to get 
kit free. 


ANUFACTURING CO. 


Sterling, Illinois 





